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“A day of enterprise has at last dawned for the United States, whose 
field is the wide world.” ! 


N the: mature judgment of manufac- 

turers and merchants, the situation 

created by the European catastrophe 

simply forced upon us a short-cut 

to export leadership—a position which 

we would ultimately have attained 

in any event. If you will look back 

to the normal period prior to the war when shoe 

factories were running on average production, you will 

remember that there was on hand in the country, in 

shoe stores and in factory supply rooms, enough 

footwear to supply the wants of the public and millions 

of pairs in excess. The shelves were loaded with shoes 

and capital was tied up in stocks which averaged the 

country over but one and one-quarter per cent turn- 
over. 

In the past nine months we have experienced a 
condition wherein factories were running to fullest 
production and at the same time this immense reser- 
voir of shoes on the shelves, in fact, in stores and fac- 
tory was depleted. Merchandising was on a more 
healthy basis, for goods had no opportunity to be- 
come stale in store or factory. The rate of turn-over 
jumped nearly to three, more money was in circula- 
tion and the merchant and manufacturer made more 
on the capital he had invested. 

In times of intense prosperity many business men 
tend to lose the faculty of foresight and of thinking in 
advance, but with the coming of 1917, the getting 
together of men in conventions, and a critical self- 
study of factory and store, men’s minds turned to the 
consideration of the time when “the pinch might 
come.” Thus it is that at this moment the business 
men of America are wide-awake to the possibilities 
of world trade best summarized by the statement 
leading this editorial. 


WOODROW WILSON, 
President of the United States. 


A few months ago the cry went up from all over the 
country “put an embargo on leather exports.” 
The men who were loudest in asking for such an im- 
possible and absurd enactment are today most eager 
in developing a new line of business as well as inter- 
national thought, namely, that “‘no man or nation 
lives to himself or itself alone.’’ An interchange of 
commodities is as essential as an interchange of ideas 
and ideals. 

American merchants need fear no injury to them- 
selves by the development of export business by 
American shoe manufacturers. We point out in this 
issue several of the reasons why it is to the benefit 
of every shoe merchant for manufacturers to expand 
their businesses by export trade. We are going still 
further by sending our representative into South 
America (for that is our greatest potential market) 
to explain to South Americans just the difficulties 
of manufacture we are undergoing at this most unusual 
period, and we hope to get from him explanations of 
the difficulties in South American markets so that the 
North American manufacturer might better under- 
stand problems which affect the business relations of 
both. 

The development of the export market is and will be 
a great beneficial factor, for the American retail shoe 
merchant, whether prices slacken or continue on the 
present basis. The real factors are costs and volume 
of production, and capacity output means minimum 
‘“‘overhead’’—the only factor under present conditions 
that has prevented the absolute skying of costs and 
prices at home. But if. overhead cost is to continue 
at a minimum, on a falling raw material market and 
a possible slackening of demand at home, then the 
development of export trade by our shoe manufactur- 
ers is the only answer, and the only factor on which our 
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retail shoe merchants can figure to retard any upward 
trend of prices. It is too well understood to need em- 
phasis that manufacturing costs rise in proportion as 
production falls below one hundred per cent, and 
now that the greatest export opportunity in history 
is upon us, it is the duty of the entire trade to recog- 
nize and avail of it for the maintenance and better- 
ment of American prestige, prosperity and industry. 


Strengthening South American 


Trade 


Authority on Export Matters Investigating 
Conditions for the ‘*Recorder’’ 


f.Alex. R. Zoccola, head of the Latin-American 
Department of the “Boot and Shoe Recorder’’ will 
sail about January 27th for a tour of several months 
through South America, and will make a thorough 


ALEX. R. ZOCCOLA 


investigation of conditions in the boot and shoe 
industries in all South American countries. In con- 
nection with this trip, he will also represent a 
number of important American manufacturers of 
leather, accessories for shoe manufacturers and special 
lines of footwear which cannot be manufactured in 
South America. During Mr. Alex. R. Zoccola’s 
absence, the Latin-American Department will be in 
charge of Umberto C. Zoccola. 
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Mr. Zoccola’s trip will have a great influence on the 
future relations between American manufacturers and 
South American importers and consumers. Mr. 
Zoccola will not only investigate for the ““Boot and 
Shoe Recorder”’ the actual facts of the present moment 
in the industry, but will endeavor to explain to the 
South American consumer and make him understand 
the present market situation and the difficulties in 
the way of the North American producer to give his 
South American customer the service that the latter 
claims as a matter of course. The comparison which 
the South American customer unconsciously makes 
between the service he used to obtain from Europe 
and that which he now obtains from North America 
is often unfair to the latter, conditions in many lines 
being so absolutely abnormal as to make it difficult 
for the North American producer to do as he would 
like and what he will undoubtedly be able to do when 
there is a better appreciation of material problems— 
an appreciation which Mr. Zoccola’s trip will do much 
to promote. 


One Hundred Per Cent Publicity 


A word to merchants: 

Capitalize locally your attendance at State and 
National conventions; your market visits, and pres- 
ence at manufacturers’ style shows—keep it in the 
local press—feed it to ’em daily—give the public the 
opportunity to appreciate the benefits to be derived 
from your special knowledge of advance style and 
better methods thus gained. 

You’ve spent good money to get this new knowledge 
and experience—don’t keep it under your hat and 
thus waste that money. 

And don’t be content with a note in the “personals” 
that ‘““Mr. A. Live Shoeman left today on a business 
trip to Chicago,” or that Mr. Shoeman “has returned 
from a two weeks’ trip to Boston and other eastern 
shoe centers,’ or from ‘‘Cincinnati, where he attended 
the national convention of shoe dealers.” 

Give ’em some of the good stuff you got on your 
trip—use liberally the “‘Recorder’s” convention re- 
ports, advance style articles and trade information— 
don’t be afraid the local press won’t take it, if it is in 
any way novel or interesting, as it generally is. 

Everything you do ultimately to serve the local 
public is of interest; some of it you can tell best in 
your newspaper advertising, but a highly important 
part can be treated as news—and there is every pros- 
pect of having it so treated if you respect the canons 
of the Fourth Estate. If you get your name “in the 
news” rightly, be glad; avoid seeking “‘write-ups”’ 
and the city editor will treat you as a friend. If you 
keep your own doings in the news, coupled with 
shoe topics and style developments you will be using 
your knowledge and experience to real advantage in 
building better business. © 
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Trade 
with 
the 
World 


| pvodlcney Tt has had to grow. Problems have 
had to be solved which never before had even 
been given thought. One of the biggest things 
C for the American business man today, is to 

learn to think; learn to think beyond his 
own desk, beyond his own business. No 
matter what may be your position in the field of shoes and 
boots, hide or leather, findings or equipment, you are an in- 
tegral part of the shoe industry and that which affects the shoe 
industry, affects you. Sometimes, it is hard for us to see this in 
the true light, but the results are inevitable. We must look 
about us. 


How the Small Town Merchant is Benefited 


The interior farmer, merchant or manufacturer, wholly local 
in his interests, may think he has but the remotest interest in 
foreign trade; such is not the case. Foreign trade is something 
that every shoe merchant must be interested in because its results 
are near at hand. A strong foreign trade in shoes has a direct 
bearing on the retail domestic shoe business. It enables the shoe 
factories to operate to capacity and at minimum costs. The 
economies thus gained tend to stabilize the industry and re- 
flect not only in the cost, but the style of shoes. Therefore, be- 
fore taking up the topic of World Markets for American shoes, 
let us leave the shoe store for a moment, and study briefly the 
industrial history of our country and consider just what has 
led up to and created present conditions. 





Rapid Growth of Export of Manufactures 


The most striking feature of the growth of our country and 
especially in comparatively recent years, has been the develop- 
ment of its manufactures, and the share which manufactures 
form of our export trade. The production of manufactures has 
grown much more rapidly than that of agricultural products, 
which was natural to expect; however, when comparison is made 
with England and the other European countries, one isimpressed 
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with the short space of time, which has been required to accom- 
plish this transition. We have not only progressed rapidly in 
manufacturing, but have been fortunate in being able to invent 
and manufacture machinery, which with very little human super- 
vision, will turn out complete articles, and thus offset the lower 
labor and capital cost in Europe. 


Plants Equipped for National Over-Production 


At first, our exports were chiefly food-stuffs, and manufac- 
turing materials: then, came manufactured products of the 
lower grade; now, we are exporting more and more of manu- 
factured products of the higher grade, such as automobiles, 
locomotives and railway equipment, electrical apparatus, which 
has contributed considerably to the total of our exports. These 
changes in our export trade, the substitution of manufactures 
for raw materials, must continue- With a steady and rapid in- 
crease in our population, a larger‘and larger percentage of our 
food stuffs are being required for home consumption; also,with 
an increasing proportion of the population entering manufac- 
turing industries, our factories are capable of manufacturing 
far more of manufactures than is needed by the people of the 
United States. 

Stability Given Through World Trade 

This indicates to some extent, the line which our foreign trade 
will follow. Foodstuffs and manufacturing materials will de- 
crease, and manufactured products will increase. Manufacturing 
materials and foodstuffs sell themselves; they supply necessary 


wants. However, we must meet the intense competition of the © 


manufacturing nations of the world to place their surplus man- 
ufactured goods in the markets of the world. We have certain 
advantages in this respect and certain disadvantages; the prob- 
lem offers an opportunity to American industry and initiative: 
Strikes must be avoided and harmony rule between employer 
and worker, if we are to secure these markets, rendering satis- 
faction and building up a permanent foreign trade. 

The following table will give some idea of the growth in pop- 
ulation, industries, commerce and wealth of the United States 
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The Growth in Population, Industries, Commercial Wealth of the United States 
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1850 1890 1900 1910 1913 
Population . ; Gee 23,192,000 62,948,000 75,995,000 92,175,000 97,028,000 
0 ae .1$7,135,780,000|$65 ,037 ,091 ,000|$88 517,307 ,000|$107,104,212,000/$188,000,000,000 
Railways—miles operation 9,000 167,000 199,000 250,000 252,000 
Total value of manufactures . ./$1,019,107,000| $9,372,379,000/$11,406,927,000] $20,672,052,000 No data 1913 
Total imports, amount of . $173;510,000 $789,310,000 $849,941,000| $1,556,947,000| $1,813,008,000 
Total exports, amount of . .| $134,900,000} $845,294,000) $1,370,764,000) $1,710,084,000) $2,428,506,000 




















during the period preceding the war from 1850; we can consider 
1913 a normal year. 

This picture of the rapid development of our country industri- 
ally is a basis for the consideration of some of the important ques- 
tions of the moment in the business world. 


The Influx of Gold 


One of the causes of high prices today and an important 
question of the moment from an economic aspect is the sudden 
acquisition by this country of a very large amount of new capital. 
In a period of time that is infinitesimal in the life of a nation, the 
United States has grown from a borrower to a lender, among na- 
tions. In a short space of time, we have acquired an abnormal 
proportion of the world’s gold. The net imports of gold as given 
out by the Treasury Department for the eleven months ended 
with November, were $399,600,000, which would bring the total 
for the year 1916 approximately up to $500,000,000. It is agreed 
that this extraordinary addition to the bank reserves of the coun- 
try is not only not desirable but not needed to carry on the 
normal business of the country, and if used as a basis of credit, 
the debt expansion will be of dangerous proportions. 


Now a Lending Nation 


The problem, therefore, is to control the gold supply so that 
after the war when a demand again will become felt from abroad 
for gold, we will be able to release it without embarrassing our 
own credit condition. This problem is being met in part by the 
issuance of foreign short term loans which will mature from time 
to time and thus in effect check this outflow. An idea may be 
gained as to the amount of these loans by the following figures 
which are as of November of last year. Since then, however, 
Russia has received $50,000,000; Great Britain is now floating 
another issue of $250,000,000, and Canadian Provinces have 
received loans which would make the net total over $2,281,857,- 
637. 


Public Loans to Belligerent Countries, Including Provinces and 


Municipalities 

ETP OE CECE LE Oe ETS EU Ee SE $858,400,000 
REDE ECE CET EP OEE OES TE TC OTC Ee AT oe rae 656,200,000 
Ee er ee me ere ey rere rede 117,200,000 
SE en re errr ee rer re err eer re 25,000,000 
en ks a ealhw 6 0.0RUae beeen suas 3 120,000,000 
Canadian Provinces and Municipalities...................... 185,000,000 
I octtawscnny shen anneeetewa<as 20,000,000 

ree . $1,981,800,000 


a I I Gi a 6 566 660 0bh8 66 ch ash ctsccqswaradcareus 156,400,000 


$1,825,400,000 
117,457,637 
39,000,000 


I I in nts nk thd aCe we Osi <5. 6-0.0.6:608 
Neutral European Countries and China...................56+ 
Net total foreign loans now outstanding. ................ $1,981,857,637 


Buying Back American Securities 


Another interesting phase of the subject is the amount of 
foreign holdings of our securities which have been liquidated in 





of the Delaware & Hudson R. R. Co. have contributed some 
interesting figures regarding the holdings of securities abroad. 
the market since the war began. The amount can only be es- 
timated. Sir George Paish of England and H. F. Loree, president 
A conservative estimate of the aggregate of all foreign invest- 
ments here prior to the outbreak of the war, would be fully 
$5,000,000,000. Of this amount, approximately $1,500,000,000 
to $1,600,000,000 has been liquidated since the war began. This 
does not include our foreign loans noted above. 


Our Trade Balance 


In the months just before the war, we were in the depths of 
industrial prostration and financial despair. The change has been 
dramatic! Today, we are in a position of commercial pre-em- 
inence and financial independence. - But, mere wealth in gold 
does not constitute a lasting foundation to prosperity. An em- 
ployment of this wealth can be had in foreign investments and 
foreign trade. We are now closing the second year of war business 
and the abnormality of present conditions is indicated by the 
following figures: 

For the fiscal year ending June 30, 1914, our imports were 
$1,893,925,169, our exports were $2,364,579,148, and our 
favorable trade balance was $470,653,491. 

For the fiscal year ending June 30, 1915, our imports were 
$1,169,674,740, our exports were $2,768,589,340, ando ur avor- 
able trade balance was $1,094,419,600. 

For the fiscal year ending June 30, 1916, our imports were 
$2,197,883,510, our exports were $4,333,658,865, and our favor- 
able trade balance was $2,135,775,355. 

Our trade balance will be greatly increased for the year 1917. 


Business After the War 


There is great difference in opinion as to the effects of the war 
and the course that will be followed in commerce by the war- 
ring countries. Will there be a trade war after peace has been de- 
clared? This theory is unfounded if the figures of other post- 
bellum experiences may be relied upon for support. Especially 
has this been true in the recent wars since transportation, com- 
munication and the other factors of international commerce 
have been so highly developed; business relations betweeen for- 
mer belligerents have been resumed with striking promptness 
and almost, without exception, exports and imports between 
former belligerents have not gone back, and in most cases, forged 
ahead. Examples of this may be found in our own Civil War, 
the Franco-German War in 1870, the Spanish-American War and 
the more recent Russo-Japanese War. The hatred in war is soon 
diminished in peace. This is interestingly illustrated by a man 
who has recently visited all fronts and talked with the private 
soldiers; they were unanimous in their views that there was no 
personal animosity held for their brothers in the enemy trenches, 
but that they were fighting for their countries. It is quite log- 
ical, therefore, to expect a similar resumption of trade among the 
present warring countries. This is further borne out by the fact 
that practically every belligerent country has appointed com- 
missions to study trade conditions and markets. 
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Is There a Possibility of Depopulation ? 


Another misleading argument is that such a great number have 
been slain in battle that the industrial ranks will be depleted. 
This is easily refuted by a study of the facts. According to au- 
thoritative estimates, the total number of males reaching in- 
dustrial age each year equals the number being slain in war. In 
addition, there has been gain because of no immigration as in 
normal years. Another important factor is the number of women 
that have entered industry, and a great proportion of whom for 
one reason or another will, no doubt, continue in the ranks of 
workers after the war. These facts, coupled with the great 
increase in efficiency, support the argument that the warring 
countries will emerge from the war in a strong industrial posi- 
tion and in a short time be able to resume trade. Lloyd George 
recently said that the improvements in industry, and the more 
effective control of the liquor traffic resulting from the war, 
will compensate for all economic losses. The rapidity with 
which our own workers and factories adapted themselves to the 
making of munitions and war supplies, would suggest that in 
the warring countries, the munition factories, workers and the 
soldiers will readily adapt themselves again to trade and recoup 
their losses as soon as possible. 


Building a Foundation for a Permanent Foreign 
Trade 


England and Germany long ago realized the necessity for 
and opportunity in foreign trade and with the aid of Govern- 
ment fostered and builded their remarkable trades, which 
though now interrupted will continue after the war. A potent 
factor in their success has been the thorough training given to 
their young men who entered this foreign work. They reflected 
credit and respect upon their mother countries. The United 
States is coming to realize this and the pioneers in this field 
are doing excellent constructive work which to be effective, 
must receive the support and co-operation of our own manu- 
facturers and merchants. Our larger industrial corporations 
such as the United States Steel and Standard Oil and the larger 
banks have begun to establish branches and agencies in the 
important centers throughout the world and have instituted 
thorough courses of training for the young American men who 
will manage them. The National City Bank of New York now 
has nine branches in South America, one in Genoa, Italy, and one 
in Petrograd, Russia, also a European Representative located in 
London; the Guaranty Trust Co. and Equitable Trust Co. 
have also opened foreign branches. The International Banking 
Corporation has eighteen branches located throughout the 
Orient. At all of these branches are stationed men who are 
able to investigate markets and advise our manufacturers of 
true conditions. Thus, two fundamental needs, credit and 
banking facilities are furnished. 


Trade Follows the Loan 


The maxim of experience has been that trade “follows the 
loan.” It is important, therefore, that we have men trained 
in engineering and finance who are able to investigate proposi- 
tions abroad worthy of American investment. A pioneer in the 
field is the American International Corporation which has a very 
broad charter and power to such work. The president of the 
company is Charles A. Stone of Stone & Webster, Boston. 
The company undertakes to build and finance railroads, steam- 
ship companies, construct warehouses and terminals, and in 
every way weave a fabric upon which American trade can be 
permanently builded. We owe much, therefore, to institutions 
such as these who are sending their representatives afar to 
blaze the trail. 


Unity in Industrial Export Work 


Of all things necessary in this foreign field, one is essential 
to success—co-operation. Some months ago, Frank A. Vander- 
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lip, president of the National City Bank of New York, pointed 
out in an address before the National Association of Cotton 
Manufacturers that “If there ever was a time for conferences, 
and for cultivation of unity and co-operation among American 
business men, and all classes of Americans, that time is now.” 
First there must be a unified policy among industries; second, 
there must be unity and co-operation among manufacturers in 
the industry. 


World Markets Can Be Speedily Developed 


In this country, it is possible to gain distribution and estab- 
lish a market in months; we have advertising, magazines with 
comprehensive circulations, transportation, instantaneous com- 
munication. These vehicles are not present in the foreign fields 
in which we desire to do business in such a highly developed 
state and this fact must be kept constantly in mind. This 
lack of communication and transportation makes long-term 
credit a necessity. The older nations have realized this and 
have granted long credits. We must do the same thing. It is 
not possible to build up a trade with any country in a year or 
two that will show a profit; it requires time, but the effort is 
worth while. 

The methods of doing business too, are different. Here, you 
can approach another business man and immediately begin to 
talk business. However, in foreign countries this is not so 
easily done. You must first be properly introduced or make 
his acquaintance; in the first interview, you would barely men- 
tion your business. You would probably make an appointment 
and in another visit talk shoes, or whatever your business may 
be. Many Americans do not take this into consideration. We 
must learn to appreciate the ideals and aim of these peoples 
with whom we desire to do business; we must sympathize with 
their characteristics, customs and habits. 

It is natural that we should trade along the lines of least 
resistance, with those countries to which there are the best 
shipping facilities. We are doing that today. However, foreign 
trade is now but in its infancy in this country. Look ahead, 
years hence—we will be trading in large volume with South 
America, Russia, China, Japan and the Orient. These are 
countries of untold natural resources and wealth, countries which 
need our shoes and other manufactured products. We can take 
from them raw materials and food-stuffs in exchange for our 
manufactured goods. These countries may be compared with 
the United States in our early history, when we needed organiza- 
tion and capital. The older countries, loaned us money and 
put us on our feet; developed our resources, built our railroads. 
We must do the same thing with these countries who are in 
the transition stage, if we are to receive their import business. 

Take Russia for example: An exaggerated opinion is held in 
this country of Russia, without basis of fact. It has one-sixth 
of the land area of the globe. The rail journey from Warsaw to 
Vladivostok is six thousand miles or nearly twice the distance 
from New York to San Francisco; from the Arctic Sea to 
Tiflis about the distance from Hudson Bay to the Gulf of Mexico. 
It has all variations of climate from arctic to semi-tropical. 
Within its borders may be found all the natural resources 
essential to modern civilization. The population of Russia 
is 175,000,000. 

Each man, however, must pick the field to which his own 
particular goods are best suited and to which it would be most 
economical to expand. To the man who is interested and able 
to enter into the foreign field, information to guide him may 
be had: The Foreign Trade Departments of the Larger Banks 
who have branches abroad; the Government Bureau of Foreign 
and Domestic Commerce, which has Commercial Agents in 
all parts of the world; the “Boot and Shoe Recorder” with its 
Latin-American edition is always glad to be of help. However, 
the message of this article is to point out the necessity of and 
opportunity in foreign trade. Be interested and help to build 
it up: 
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center top. 








NEW SEASON STYLES 


A new period of style origination 
is opening. Look for clever creations 
along modified-novelty lines. The 
button shoe reveals white vamp line 
underlay, stitched tip and diamond- 
The lace pattern—a 
cloth top boot—shows a throat and 
front effect produced by 
cutting and stitching. 


pe 
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American Ingenuity Is Solving Leather Problem 
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Alternates for Leather Favored by National Association to Keep Down 
Costs of Staple Footwear 


Address Before TOWN CRIERS CLUB, Providence, R. I., by F. E. Ballou on His Observations 


Grave fears entertained by me as to the pos- 
sibility of a still higher and higher market on 
shoes, caused me to take a trip to the centers of 
the industry in the Middle West. I have just 
returned. 





Cre) () ESEARCH work on the part of Amer- 

ican shoemen will produce a satis- 
factory leatherless shoe. This prod- 
uct is to be a reality, and was very 
generally favored by the National 
Association, whose convention was 
held in Cincinnati this month. Some 
manufacturers of all leather products disclaim the 
possibilities of non-leather shoes, but the majority 
of retailers and makers say composition shoes soon will 
be worn to a greater extent than leather. 

A non-leather shoe manufactured by an eastern 
factory was displayed at one of the retail stores in 
Cincinnati, and it surely did look the part of a real 
leather shoe. Leather shoes, however, with kid top 
still have their supporters, declared a prominent leather 


Gleaned While on Western Tour 








merchant. He said leather shoe uppers could not be 
satisfactorily replaced by fabrics. 

It was a general consensus of opinion that some- 
thing must be done to keep down the increasing price 
of leather and shoes, and it was strongly advocated 
that the introduction of the non-leather products 
into shoes would aid very materially in bringing about 
these results. This innovation while not diminishing 
the price of shoes may keep prices from soaring higher 
and enable dealers to sell first class goods at prices 
ranging from $5.00 to $10.00. 

What seems absolutely a necessity is a substitute 
for leather, the great scarcity being sole leather. The 
prices for every material that goes into a shoe from 
the upper leather to the linings, nails, thread, cement, 
counters, tips, boxes, soles, etc., have more than 
doubled with an additional labor expense, so it is very 
readily seen by the keen observer that shoes had to 
necessarily increase in price, and are still increasing. 


The Demand by Europe for Sole Leather 


Europe is buying every available pound of sole 
leather at almost prohibitive prices, hence the increase 
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cloth. 


in our own market. This increase has not only been 
put upon the manufactured product but the repairers 
throughout the nation have been obliged to increase 
their prices very materially in order to get by and 
keep the quality up, but nothing like what the in- 
creased cost of material and labor has been to them. 
Every item that goes into the manufacturing of shoes 
is used in the repairing of shoes. 


Great Possibilities in Composition Soles 


Fibre soles are being very generally adopted 
throughout the country and are being manufactured 
in great quantities by some companies. One concern 
in the Middle West produces 50,000 pairs a day and 
inside of three months will be turning out 100,000 
pairs daily. These shoes are not only good substitutes 
for leather but have had a tendency to keep the cost 
down. They are damp proof and wear very much 
longer than the best leather soles. 

The use of tanned shark hides which has received 
much discussion recently is a possible commodity in 
the manufacture of shoes, and may eventually become 
a substitute for calf, ox and steer hides. Some of these 
skins were exhibited at the convention and they 
looked good. There is no doubt, great wearing qual- 
ities in this material. Research work has been in- 
augurated with a view in mind of trying out the 
practicability of shark hides. 


Advising the ‘“‘Prudent Customer”’ 


The prudent buyer is taking advantage of the pres- 
ent market condition, and supplying himself with 
shoes for the coming season, not only buying one but 
several pairs, as is génerally known: the cost of shoes 


NEW SEASON STYLES 


Some time ago we showed the 
Blue Bird Boot and here we see 
an adaptation which might be 
termed the Winged Goddess or Miss 
Mercury. The boot is leather over 


On the other side a new button 
effect, with fly coming down into the 
throat—the side can be dimpled 
once or twice as preferred. 
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:s liable between now and April Ist to advance, $1.00 
$2.00 or $3.00 a pair. This increase is absolutely 
beyond the control of merchant, jobber, manufacturer 
or tanner, and prices are actuated by the market con- 
ditions. It would be appalling if we knew the great 
amount of tanned hides and shoes that are being 
shipped abroad. 

It is said that the warring nations are shoe-less, so 
that if the war should end tomorrow, it would be many, 
many months before the leather market could possibly 
change. One western concern took an order in Russia 


within a few months for seven million dollars’ worth — 


of civilian shoes. The first shipment of 40 car loads 
was made last week. A large part of the purchase 
price was deposited in the New York banks before 
the order was booked. 

New upper stocks have been created, composed of 
canvas, rubber and other compositions, which finishes 
up to look almost a dead ringer for gun metal, and with 
the fibre outer sole, counters, boxes, and inner sole, 
it is almost impossible for the casual observer to de- 
tect the leatherless shoe from the real thing. 


We are a great people, and up to this time have been 
equal to any emergency so that if we are shy on one 
kind of material some genius comes to the front and 
gives us something almost as good or better than the 
real thing, so that there are great hopes for the general 
adoption of the fabric-oid upper and the fibre sole. 
The public is always very ready to adapt itself to the 
situation. 


While these new products may not be a reality 
right now, the samples for the coming Fall season will 
be very generally displayed in the salesmen’s lines, 
in the immediate future. ' 
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NEW SEASON STYLES 


Look for more pumps than ever 
before this Summer. 
has rhinestone trimmings and lace 
inserts at toe—the pump being of 
satin and for social-time wear. One 
of the first pumps from Palm Beach 
this season—the ornament has a 
mirror-like brilliancy to dazzle the 
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The Saleswoman In Shoe Merchandising 


Her Place in Successful Store Service 


By H. R. ROGERS, of the H. & S. Pogue Co., Cincinnati, O. 


HERE are two kinds of women, those 
who spend your money for you, and 
those who make your money for 
you. I am going to talk about 
saleswomen. 

The H. & S. Pogue Company 

enjoy the distinction, as far as J am 

able to learn, of being the only shoe house in the 

country, selling a volume of high-grade shoes, that 
employ saleswomen exclusively. 

The selling organization of our Ladies’ Section is 
composed of twenty saleswomen, one floorman assisted 
by a head or stock man, who has charge of all the 
stock on the floor, and relieves the floorman at lunch 
time. Then we have two men in the stock room. 


Have You “Organization’’ Men 


I consider that the most important factor in suc- 
cessful retailing is your Selling Organization. 

It is the rock upon which the majority of unsuccess- 
ful shoe dealers have been wrecked. It is the great 
problem with which every dealer is constantly face 
to face. 

The majority of buyers are poor organization men. 
They spend more time doing petty detail work (that 
they should be paying a girl $5.00 a week to do) than 
they spend in coaching the selling force. 


Real Glory in Being a Salesman 


There is lots of glory in being a buyer, but there is 
real money in being a seller. Therefore make no mis- 
take about where you should spend your time. 

For five years 1 have not had a Salesman, other 
than the Head of Stock, regularly employed in the 
Women’s Section. Therefore Saleswomen are not an 
experiment to me. They have supplanted men. 


A Suffragette on Women’s Shoes 


I am a Suffragette when it comes to selling women’s 
shoes. 

A sales force composed of both men and women, 
are not as efficient, as all men or all women, and all 
women make the most efficient selling organization. 

Many dealers employ a salesman, for twenty or 
twenty-five dollars a week, and he spends most of his 
time taking care of stock, and yet you wonder why 
your selling expense is so high. 

A good, clean cut, intelligent salesman is hard to 
find, and if you happen to have one everybody else 
wants him. He is hard to keep, because dealers are © 
looking out for such men to become buyers of depart- 
ments. 

If any of you gentlemen have not had good results 
from saleswomen, it is because you expected too 
much of them. 

You cannct drive a woman. You do not even 
attempt to go into your own home and make your 
wife do anything. You know better. 

Neither can you go into your department and 
attempt to make a saleswoman do anything, and get 
by with it. I treat my girls with respect, and in 
return I have the respect and confidence of every one 
of them. 


Women Are Natural Money Getters 


Gentlemen, you will have to agree with me, whether 
you have employed saleswomen or not, women are 
natural-born money getters. 

I have tried to impress upon you the importance of 
Organization, and now I am going to tell you briefly 
how I handle and develop saleswomen, and why they 
are superior to men. 

First, my saleswomen are all placed upon the same 
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basis, no one is more important than the other. 
There are no individual stars. They are all stars. 
Turn overs are not permitted, but we have very few 
walkouts, and few lookers who do not buy. 

The girls are not called in turns, but the floorman 
tries to use good judgment in calling, so as to give 
them equal opportunity for sales. ; 

With the exception of beginners, any saleswoman 
may be called to wait upon the most difficult customer. 
This gives them confidence. 

Stock Work—a Duty 

Partiality and favoritism have wrecked many 
selling organizations. Saleswomen demand equal 
rights. 

They are all instructed that the most important 
duty they have to perform is to sell shoes, and to 
sell a lot of them, and to put away the shoes they 
show. 

Each girl has a small section of stock to attend to. 
I teach them to feel that stock work is not compulsory, 
but a sense of duty. 

If for any reason they do not attend to their morn- 
ing stock work, the head of stock comes along, and 
does it for them. 

In other words, my handling of saleswomen is an 
honor system. Each girl knows right from wrong. 
Therefore, nothing is compulsory. There is nothing 
they must, or must not do. They know that by ask- 
ing permission they can do anything they choose 
within reason. 

Square dealing with your selling organization 
brings the greatest results. Get closer to them, have 
more five-minute talks with them, and take them 
into your confidence. 

My salary expense is much lower than those of 
you who employ men, and more efficient as a whole, 
because we can afford to have sufficient help to handle 
the business at all times. 
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Pin-perforated collar effect and 
overlay at foxing—where white is 
the base, two-tones are not unsalable 
in so small a surfaced article as the 


From Paris—the bracelet slipper 
with pendant beads—with Hawaiian 
frills, it’s not too much to expect 
slipper frills to swing in rhythmic 
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Owing to the fact that the bulk of business is done 
in about four hours of each day, it is hard for a high- 
priced salesmen to keep his selling expenses down. 

When employing inexperienced saleswomen to 
teach the shoe business, it is most essential to select 
girls who are accustomed to hard work, those who 
are physically strong, and those who have good 
dispositions. 

With the assistance of all the regular help, you will 
be surprised how quickly a green girl will develop, 
and also her salary. We have recruits in training all 
the time, in case there is a vacancy, we have some 
one to fill it. 


Why Saleswomen Are Efficient 


Now I am going to give you a few reasons why 
I think women are superior to men. 

In the first place they have better educations, take 
more pride in their personal appearance, they are 
more dependable, have better dispositions, they have 
more patience, and are more courteous to customers. 
They acquire a larger following of satisfied customers, 
they avoid arguments, get along better with each 
other, they attend more strictly to their own business, 
do what is asked of them to do and there are many 
more things that I might mention, and as I said 
before they are natural money getters. 

I am speaking of a sales force as a whole, not as 
individuals. Every department has some good sales- 
women or salesmen. One cranky woman is worse 
than two cranky men, but cranks should be eliminated 
in all selling organizations. 

So many men say to me, Mr. Rogers, I hear you 
have a wonderful sales force, and that they are all 
saleswomen. I wish that I could employ more women, 
but they are hard to get. 

In reply, I tell them that it is their own fault, that 
they have not acquired the faculty of handling and 








THEY’RE WEARING ’EM HIGHER IN 
LONDON, YOU KNOW 
Our London correspondent sends us these sketches with 
the comment that women are so actively engaged in 
industrial vocations that short skirts are necessities 
and not subject to style change at all. 


developing saleswomen. I sincerely trust that every 
dealer when he returns home will inspire Permanence, 
Unity and Progress into his selling organization and 
let it stand as his motto. 


Keep Track of the Costs 


Those who have looked into the mysteries of shoe- 
making have beheld some of the wonders of its 


costs. So maintain your patient forbearance, as 
you come to market to buy shoes at prices still higher, 
and keep in mind that where costs are right, shoes 
are right. 

Come with us to a factory where costs really rule. 
The owner and manager thereof has bought a lot of 
leather. The price was so much; but the cost per 
shoe was otherwise, for the buyer of that leather re- 
sorts it, according to his own particular needs, and 
revalues in, lower or perhaps higher, according to the 
sorting and that re-valuation is the cost of the leather 
in the shoes to you. Keep this in mind, Mr. Buyer, 
next time any illucid reformer comes around with 
a petition to have Congress send a tithing man to 
each shoe shop, to rule them in the making of shoes. 
The very liberty of that shoe man in fixing his own 
costs is the source, not only of his own success, but of 
the competition that keeps up the quality and keeps 
down the price of shoes. 

Because leather is higher, it does not always follow, 
that you must pay so much more for your shoes, or 
accept so much less in quality, for the genius of the 
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LONDON WOMEN HAVE MORE MONEY TO 
SPEND FOR SHOES 
The girls look so natty on buses, or in shops that the 
demand for high boots looks as if it were scheduled for 
a long run for the women are earning the money and 
are having their first taste of “‘spending it as they wish.” 


man who makes up the costs in his own economical 
way may provide you with just the shoes you seek 
at your own prices. 


Leather Handling and Costs 


Follow this leather along in the factory, Mr. Buyer. 
This lot of colored kid goes to the cutter who is 
skilled in cutting colored kid; that lot of Russia 
calf to the cutter who is skilled in cutting Russia calf, 
and that lot of white buck to the man who is skilled 
in cutting white buck. Each lot goes to a cutter who 
is a specialist in that particular lot. Each man gets 
the best results in his specialty, and that benefits, 
not merely his wage, and the factory product, but it 
gives you, absolutely the best values you may get in 
leather shoes for your money. 

In the factory, through following the rule of costs, 
the manufacturer is able to get a large production at a 
small expense. This rule is the fundamental rule of 
shoemaking, and if you wish the best shoes for your 
money, cease worrying about the leather market, stop 
considering pleas to Congress for regulation of the 
leather trade, and hunt up the shoe manufacturer who 
really knows about costs. From him, you will get 
the best values in footwear for your money. 

And by the way, if you will dig around in your own 
business you will also find that costs are as much the 
thing in selling as in making shoes. 


Don’t talk too much. Salesmen, like railroads, 


need terminal facilities. 








Jan. 27, 1917 


“THE GREAT NATIONAL 


SHOE WEEKLY” 43 











“STYLE is making merchants of us all” and the store front is 
the index of the service within 


The Bedford limestone exterior of the new store of Ike Kempner 
& Bro., Little Rock, Arkansas, 53 4 feet frontage, 140 feet deep, 
three floors and basement. This is conceded to be one of the 
finest exclusive shoe stores in the world. 








What to Aweid in Modern Merchandising 


Important Points in Study of “Failures and Their Causes” 


Address by JOSEPH BERBERICH, Berberich’s, Washington 


EFORE I go on with my paper as I have pre- 
pared it on “Failures and their Causes,” I 
am going to say something that probably 
might have better been said later, but I am 
going to say it now, because it looks so im- 
portant to me, and that is, have an Assembly 
Room of every style of shoe that you have got 
on your shelves. That will keep you away 
from failure quicker than any other way. 


That demonstration was given to mea great many years ago. 
In my Children Department, I never could get along profitably. 
I let somebody else take care of it. I-didn’t pay any attention 
to it myself. I gave all my attention to the men and women 
business, because the children’s game was trifling. A traveling 
salesman said to me, ‘Joe, you are making an awful mistake, 
men and women buy children shoes. Pay more attention to 
your children’s business, and you will have more men’s and 
women’s business. 


Developing Sales of Children’s Shoes 


“If you sold more children’s shoes, your men’s and women’s 
business would grow itself naturally, you wouldn’t have to 
bother with it. You don’t seem to understand how vitally 
important it is to work your misses’. and children’s shoes, as 
the foundation of your business.”’ I said, ‘Well, then, help 
me.” This man had sold children’s shoes on the road for forty 
years, and I said, “Tell me, give me a practical illustration, 
start me right.” He said, “All right, that is easy.” 


Call in a Business Doctor 


“Have your man take sizes of your entire stock and put a pair 
of each of those shoes along your ledge, I will stroll in here and 
tell you what is wrong with your children’s business.” 

More than three-quarters of those shoes were eliminated and 
put into dead-house to get rid of. We then built on lines that 
we could fit feet with, and built a business from. Put a pair of 
each of those shoes in your sample room and then look at them, : 
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TTRACTIVENESS is the keynote of modern American win- 
dows---the result of a judicious mixing of ideas and effort 


and you will see them in a different light than you ever saw your 
business before, and you will keep away from failures. Callina 
business doctor and list your whole stock every now and then, 
or be the business doctor yourself if you are competent and not 
too narrow to see the story as it really shows itself from your 


size sheet. 
The Size Sheet Tells the Story 


I have had occasion to take stock or sizes in stores that went 
broke on a number of occasions, and studied the sheets, and 
they usually told the story within fifteen minutes, and it is all 
you need to tell why a man failed. Look at the sheet fifteen 
minutes and it pretty near tells the story why that man failed. 
In the middle they are gone and on the ends they are there, too 
many end widths. 


Serve the Public, Don’t Dictate 


Failure is a weed that grows when you let things go. I think 
that covers a good deal, says a good deal. The greatest cause 
is not sufficient capital to run the business. Analysis is business 
foresight. Find out the wants of your prospective customers 
and then buy your goods. Serve the public, don’t dictate 
to them. Know your store and the merchandise. 


The Better the Location—the Better Your Chance 


Now, store site is important. The better the location the 
better the chance for success. The stability of a business sec- 
tion should be learned before taking long leases. That has 
broken many a business. Clerks are the store. You can lie 
awake nights figuring and scheming to build a business and if 


This store front of the Avis Shoe Co., Circleville, Ohio, is typical 
of progressive merchandising in the country’s smaller centers. 





you don’t have the right clerks they can tear it down faster than 
you can ever build. You have got to have the right clerks or 
you can -never have a successful business. They represent 
your store to the customer. If it is a six dollar a week clerk, the 
impression of that store is a six dollar store, if that clerk acts 
in waiting on customers in proportion to the salary he gets, that 
is, his conduct, mode of conduct. Tiny errors disrupt titanic 
plans. The carelessness of an obscure bungler immediately 
discounts the efficiency of an entire organization. You go 
into a store for something and you are not greeted cordially 
immediately there is something in you that revolts and you 
turn away and go out and you don’t come back. 


The MAN Who Sells You Shoes 


That is another great cause of the failures of 
retail shoe stores. In the retail shoe business it is, I think, 
sixty to seventy-five per cent man to make for success. I have 
seen conditions where everything was right, but the man was 
wrong, the man at the head of that business was wrong, the 
manager in that store was wrong and that made everything 
wrong. 


Incompetence. 


Abuising Twelve Pairs to Sell One 


Method of buying; over buying; bad sizes; too many narrow 
widths and extreme sizes at both ends; odds and ends; wrong 
styles; shopworn shoes, abusing twelve pairs to sell one pair. 
The last is a cause of greater loss than we all give it credit for. 
We go through our shelves and see shoes not properly put 
back in their boxes, not buttoned up properly, out of shape and 
twisted, the sole soiled and dirty. A customer comes in to buy 
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QCIEN CE in selling --- a demonstration of obstacles overcome 


by study and application 


Structural conditions in the recently opened Willson’s Shoe 
Shop, Boston, Mass., presented a difficult problem—yet this 
highly efficient window plan was developed by a merchant 
with the will to accomplish things. 





a nice quality shoe and it is shown to her in a soiled condition. 
The sale is spoiled. They do not want to pay twelve dollars for 
a shoe that somebody else has tried on and soiled. They want 
clean shoes and they are entitled to them, and your salesmen can 
lose more money for you in abusing your stock in one day than 
they can make for you in a week. I have followed back of new 
salesmen, of salesmen that we just started out for a few, two or 
three sales, and pointed out to them how much in value of the 
shoes, and proving to them they had spoiled that shoe and lost 
money for me in excess of what they made profit on the pair they 
sold. 
How Do You Mark Your Shoes 


Making too much profit on grades-and leathers that will not 
stand a profit, or vice versa. That comes into merchandising. 
You can buy a patent leather shoe and you can buy a mat goat: 
shoe or a glazed kid shoe, and they will all three figure the same. 
If you attempt to merchandise that patent leather shoe on the 
same basis of profit that you do on a kid shoe I think you are 
making a mistake. I think you will show merchandising ability 
when you figure how much service that shoe can give for the 
money and then mark it according to the service it gives. There 
are some styles like fancy styles that you can do that, and then 
you must charge for style. 


Style Makes Merchants of Us 


Style is one of the most important things we have to deal with 
and that is why a lot more of us are not in the failure class, 
because style came in and got us out of the rut of merchandising 


shoes at a fixed profit that we thought that if we charged any 
more we would be robbing people. Style has made merchants 
out of a good many of us. 

Buying two pairs every time you sell one pair. I have seen 
that done in a great many stores. Managers that are ambitious 
and eager and figure they want to do more business, and every time 
they sell one pair they put down two pairs and send it in to the 
manufacturers and jobbers to replenish the stock. 


The Apple Story Aupplied 


Carrying too much stock, not getting a fair turn-over, playing 
the specked apple game. I mean where mother buys apples 
in small quantities, and father, he is wise, he goes and gets a 
whole barrel, so that the children can have an apple every 
morning before going to school, and he.puts them down in the 
cellar and mother takes them off the top, to use the specked ones 
so that the good ones will be there longer, and the child is eating 
specked apples every morning until the barrel is gone. They 
speck so fast that they get rotten by the time she gets down 
to half of the barrel. And that game is played by a great many 
shoe people. We cannot sell them fast enough, to keep them from 
specking, they are specking faster than we can sell them. 


Mark Your Shoes--Forget Competitor . 
Extending credit liberally to poor pay customers. Insuf- 
ficient profits through fear of a neighbor’s competition. That 
is one great cause of failure in business, or not making more 
money, your fear of the other fellow. You are afraid if he 
marks his shoes down for five dollars you have got to go him a 














BOOT AND SHOE 


HE first shoe store in America to instal non-reflecting win- 
dows that reveal the merchandise perfectly 


little better or meet his five dollars anyhow. We have got one 
man in Washington, Mr. Strasburger, who does not care about 
the other fellow when it comes to neighbor’s competition and 
he marks his shoes without thinking about the other fellow. 


Points That Hit on Service 


A loose run business, allowing clerks and customers to steal 
from you. Bad store and delivery service. He who serves 
best profits most. Misfitting feet, selling them too short. 
Impoliteness; more pleasant address. Forcing P. M.’s on cus- 
tomers. Turning the customer over too many times, fighting 
them too hard. Not using the proper judgment in selling more 
shoes right. Not using tact and salesmanship by fitting the eye 
instead of fitting the foot, making the greater part of your 
stock unsalable or slow moving. 


When Tact and Judgment Helps 


I don’t consider it salesmanship to sell customers just exactly 
what they come in for, because you can’t have it all the time. 
What she comes in for is not the right thing for her in more 
than half of the times, and if the clerk will use tact and judg- 
ment and sell that customer that which is fitted best for her 
needs, her particular needs, he will make more friends for that 
store, and he will give that woman or man or child more in- 
trinsic value, because unless he will sell them a shoe fitted for the 
purpose that they were going to use it for, why, it may not 
give the proper service, although it cost a lot of money. And 
then too, you gained something else in doing that, and that is 
where you make more of your stock salable. 
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The oval glass front of the new Brouwer Shoe Store, Milwaukee, 
through which the shoes appear as if no glass intervened. 





When a Clerk is “*“One Shoe Mad”’ 


If a clerk gets into a rut and thinks that only one thing is right, 
and they do start off that way sometimes. A clerk will say 
“TI sold seven pairs or eight pairs or nine pairs of the same shoe 
in succession. It is because his mind is on that shoe. The 
customer did not want it at all, but he liked it and he sold it. 
That is hard on the man who has to pay the bills, because he is 
selling new things and leaving the old ones there and when 
you sell the new ones you have got about twenty-five cents a 
pair to invest in something new, getting your money back 
that you paid and twenty-five cents net to invest in something 
new or more stock, whereas if you sold the old ones that you 
were not going to buy again it would give you a lot more money 
to do business with. 


You Must Have ‘“‘Staples’’ 


Too many styles and not sufficient sizes in staples. I say that 
we are all in the fancy pretty shoe game and we like it because 
we can get good big profits, but the staples are very, very im- 
portant in all stores, more important probably than people give 
them credit for. You have got to have staple shoes to fit feet 
that want comfort and they are not all for style. 

Co-operation of manager or owner at all times with sales 
force. Failure to get suggestions from all, as clerks can give 
ideas that will make more sales and more money. Too little 
care by salespeople in every item of the business, including 
proper address, neatness, civility, politeness. Have clerks 
be tactful and courteous. Above all, train them to be 
loyal. 
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NTERIORS of shoe stores are undergoing changes --- every- 
where the spirit of progress is ever more apparent 





Think and You Can Learn More With Your Brain 


Selling is the most important thing the store does. You 
have got to sell shoes before you can do anything else. Think, 
and you can learn more with your brain in thirty minutes than 
you could in a month as an ordinary laborer at one of the ma- 
chines in a shoe factory. Depending on your knowledge gained 
by experience learns very, very slowly. We think too little. 
I think the reason that shoe salesmen don’t get more money, and 
the reason that shoe salesmen are held down in the way of 
making progress is because they do not use their heads, they 
don’t think. I do not find one salesman in twenty-five that 
ever thinks. They just.go ahead and plod and do whatever 
they can get by with and let it go at that. Very few think. I 
think the great trouble with the world today is that the people 
do not think enough, don’t think for themselves. 


Quality First—Price Subordinate 


The recollection of quality remains a long time after the price 
is forgotten. That is a slogan of one of the big hardware com- 


Ike Kempner & Bro., Little Rock, Ark., developed this interior 
to a high point of efficiency. It represents the difference between 
out-of-date retailing and modern merchandising of footwear. 





panies in St. Louis. That is very important, because a cus- 
tomer forgets about the price and they only remember the poor 
wear given, and unless you build from the standpoint of quality 
you are not building for a future, not building staple. 

We harness our bodies every day and put them to work, but 
turn our minds out to grass. Watch your health. A failure 
is a man who does the wrong thing without learning from it, 
the man who does the right thing but quits before it is finished, 
the man who finishes but does not get it right and the man 
who does not do it at all. An institution is the lengthened 
shadow of man. No man can succeed who has to get mad 
before he can say “No.” Not one man in fifty meets his fellow 
man with an absolute sense of self-possession. 


A Failure Works Harder Than a Success 
Have confidence in the thing you are doing rather than in 
yourself. Master yourself and adjust yourself to your fellow- 
men. A failure works harder than a success. Success is to be 
able to look God in the face without fear and any man in the eye 
without servility. 


The Men’s Side of the Store 


By JOHN O'CONNOR, Chicago 


There are only two things you can say about men’s shoes; 
they come in black and tan, one style last. Eight or ten years 
ago when everybody was trying to get out of the ladies’ shoe 


business and get into the men’s business, that time was very prof- 
itable; we could go to work and create styles- and put things on 
the market that brought in a great many extra sales, but whether 
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ERVICE to the customer is being emphasized in shoe stores --- 
The rest room feature is something new 


This is the mezzanine rest room in the new Kempner store at 
Little Rock, Ark. Note chiropody department and equipment. 





it was the salesman, the traveling salesman or the manufacturers 
that brought out the idea that men should wear nothing but plain 
shoes, they killed off all our extra pair sales. The result was that 
the men’s business dropped down at least one-third. 

About three years ago there was a little bit of a revival in the 
men’s business, and since that time it has improved wonderfull y 
but right now I feel as though we are facing a very serious crisis 
in the men’s business, that is, high prices, and I believe that the 
manufacturers and the retailers are both to blame for a good 
deal of same. Of course we understand that we could not buy 
shoes at the same prices we could six months ago, or eighteen 
months ago, or two years ago today, but there is a reason for 
that. 

A Period of Overbuying 


At the first intimation that leather was going up every manu- 
facturer in the United States went out and bought every dollar’s 
worth of leather they could, and piled it up in their factories. 
Then the salesmen went out and stampeded the merchants,and 
what is the result today? The retailer today is over-stocked. He 
has bought more than he ever bought before in his life at one 
time. He in place of buying sixty days’ supply has gone to 
work and bought six months’ supply, but we have been lucky 
enough to have good business, and so forth; we have got by with 
it. 

More Leather in Factories 


One of the largest manufacturers in New England informed 
one of our men who was in Boston just before Christams that 


there was more leather in existence in the factories than there 
had been for twenty-five years, and that he and several of them, 
had quit buying, and did not intend to buy any more leather for 
the next ninety days. 


Don’t Buy Too Much For Fall 


Now I°d like to say right here that if the merchants of this 
country, in buying their Fall shoes, will buy a supply of sixty or 
seventy days and then wait for that time to size up as they have 
in the past, they will make money by it. 

In the years gone by at merchants’ meetings they have always 
talked about the stock turnover, and it usually was agreed that 
the men’s stock should be turned about five times, and the 
women’s three. Well, I will venture to say in 1916 that the men’s 
stocks didn’t turn over, two and a half times, and I know 
positively from large retailers that some of them turned their 
ladies’ stock as high as seven and ten, and as high as twelve 
times. 

They are the ones that made the money as fast. As they made 
the money in the ladies’ shoes they stacked it up in men’s shoes, 
so if we are going to do the same thing this coming season, and 
business gets bad, what is going to happen to the retail 
trade ? 

As far as the fibre soles and substitutes for leather are con- 
cerned, they can be applied in a good many ways. We have 
tested out the soles and we find they wear well, and have 
quite a success in our repair department in their use. 
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TANDARDIZATION is no longer a feature in shoe store ar- 
rangement --- the store is the reflection of ‘‘the man behind”’ 


This interior of the shoe store of F. E. Foster & Co., Chicago, 
with its entresol creates a predisposition to purchase—Foster 
does the rest. 








Neglected Opportunities In Retail Advertising 


Taking the “Waste” Out of Publicity to the Public Is the Prime 
Necessity of the Day 


By A. A. LAZARUS, Pittsburg 


Mr. Samuel Charters, a very successful Pittsburgh Chain Store 
Grocer, once said, “‘I don’t know much about advertising, but 
I do know that if I advertise in the papers—fifty cases of 25c. 
canned peaches will be sold for 23c. they will be sold, and he 
added, I never fail to sign my name to the ad.”’ Like Mr. Char- 
ters, I am not an advertising man. Personally, I cannot write an 
ad. Very few business men can. But I do know the public can be 
interested in ads if you advertise what they want, at about their 
price, and the language appeals to their confidence. 


A Poor Ad—A Poor Salesman 


There is more money wasted in advertising than any other 
item of store expense, principally for the reason that the adver- 
tising is inferior. Poor advertising increases the expense account 
to an unreasonable extent. Good advertising decreases expense 
because it brings extra profit and increased volume. A poor ad 
can be likened to a poor salesman, you cannot afford either. 
Therefore, I say, if you cannot write advertising that will pull 


trade in a direct way, either quit advertising, or hire some one 
who is a natural ad writer. 

And here is where so many merchants fall down, they over- 
estimate the value of their ads and the ad writer. I believe that 
the average advertising man is a better counselor than writer. 
Usually he is so absorbed in fundamentals that he has not the 
time nor the patience to get down to the real work of getting 
business for his employers. 

If paying city newspaper rates you cannot afford to pay for 
“Just Ordinary Advertising.” 


Only Good Advertising Pays 


The expression “It Pays to Advertise” has fooled many; 
“Ordinary Advertising” seldom pays; it is “Good Advertising” 
that pays. As a rule, the merchant is a follower in advertising, 
taking it for granted that the success of his model is due largely 
to good advertising, whereas, many successful merchants are 
poor advertisers, and many of them never advertise. 
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HILDREN wear more shoes per capita and American shoe 
stores emphasize the attractiveness of juvenile service 


In the land where natural-shaped lasts were developed it is 
reasonable to expect extra attention to the wants of little folk as 
is given in this, the Brouwer Store. Note ventilating moulding— 
through which natural air is forced and perfect ventilation 
achieved. 





Simply keeping your name before the public is an expensive 
way of advertising. You might just as well be getting some 
direct results from the ad, and keep your name before the pub- 
lic at the same time and at the same cost. Publicity is only part 
of advertising. 


Dominating the Pages in Advertising 


I am firmly of the opinion that we all over-estimate the pro- 
portion of newspaper readers who read our ads. I asked our 
bookkeeper if he read newspaper ads. Oh yes, he said. Do you 
read many of them? Oh yes. You read the morning paper, how 
many of the ads did you read? He answered, well I should say 
about 2 per cent. This estimate from a man whom I believe 
reads more ads than the average of ad readers. 


I believe that an ad can be made so attractive that the eye of 
most readers will be attracted, then why miss this opportunity 
where it costs little or nothing extra. 


If it is necessary to dissect an ad to find out what it is talking 
about, it loses in value. Strong headlines are extremely im- 
portant. 


It is right here that one great opportunity is so often missed. 
If a thing is worth doing, it is worth doing right. If one kind of 
a setup will attract 2 per cent of the readers, another 10 per cent, 
and another 80 per cent, why not go in for an 80 per 
cent attraction. Why not use more attractive cuts, make 
the black blacker and: the white whiter, stronger head 


lines, more pep, a little and a_ better ar- 
rangement? 

Many of the readers are satisfied to pay more than $6.00 for 
shoes, but’ human nature is the same the world over, and it does 
not take much to give the impression that they are going to be 


“held up.” 


more space 


The Time for ‘**Sale’’ Ads 


I believe that a live wire merchant should be doing something 
different all the time. I don’t believe in over-doing Special Sale 
advertising. 

The Special Sale will attract new people to your store, will help 
to dispose of short lines, and will give regular customers con- 
fidence in your desire to give values. We should have a rousing 
sale semi-annually, and a Special Feature Sale several times a 
year. If good judgment is used in advertising and conducting 
these sales, they will not hurt the standing of the store a bit. 


Where Ad Rates Are Low 


The small town shoe merchant has a wonderful opportunity, 
but he does not seem to grasp it. Rates in the average small town 
newspapers are so small that he can usually afford to dominate 
the shoe advertising space. Not the way it is sometimes tried in 
these towns by simply eating up space, but with advertising, so 
far superior to the general run of ads in the papers that 
he will at once establish himself far in the lead in his 
business. : 
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REPA IRING of footwear may seemacommonplacenecessity, but 
in this store it is placed on the plane of pleasurable service 


To hint at the idea of wearing your new shoes and leaving your 
old for repairs is the reason why S. J. Brouwer placed the repair 
desk near the door — The store is finished in bird’s-eye maple. 





Safe and Sound Business for the Small Merchant 


By A. E. PITTS, Columbus, Ohio 


The small store dealer can know his customers and give to 
them a highly appreciated personal service which is an impossi- 
bility with his large competitor. 

He must not overlook or underestimate the personal service 
feature for it will prove a factor in his trade building. 

The individual touch and cffiieent service yoked should be 
the principal ingredients to pull a paying business your way 
and overcome any of your other handicaps. 

The small dealer can now realize a hundred cents on the dollar 
on his dead wood stock. Trade conditions warrant it. 

Demand, ‘and you will get a proper price and a paying profit 
on your merchandise and that without loss of prestige. Firing 
blank cartridges will never win a battle in the business world; 
and the selling without a legitimate pay for store-keeping will 
never get you anywhere. 

The day has gone by when the dealer pays $1.60 for a shoe and 
sells it for $2.00 or pays $2.25 and sells it for $3.00. 

The Basis of Profit 

The knowledge of your overhead expenses is a definite propo- 
sition and profit figuring has undergone a decided change. Now 
you must figure your profit on the selling price. 

Stocking safe and sane novelties in footwear is the money- 
making stunt in the shoe game now, and is not in the least 
hazardous. 


Have your store on the square from A to Z. Truth telling 
and honest representations in your selling and advertising are 
strong factors of success. 

Know absolutely at the end of each day the size and condi- 
tion of your stocks. Keep up an intimate acquaintance with 
every pair of poor sellers and see that they go out on somebody’s 
feet. 

A bright, clean, attractive store, well trimmed windows and a 
cheerful, pleasing inlook and outlook, wins trade, causes compli- 
mentary comment and pays big dividends. 


Don’t run a store that needs an excuse for existing. You 
can run a store of courtesy.and convenience; a store of service 
and satisfaction, a store of good will and helpfulness. Will 
such a store win? I say it will. 

And above all, be optimistic. Think success, and you shall 
have it: 

‘For thoughts are things 
And their airy wings 
Are swift as a carrier dove 
They follow the law of the universe; 
Each thing must produce its kind 
And they speed o’er the track 
To bring you back 
Whatever went out from your mind.” 
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INDINGS, and the profits therefrom, make the best average 
turnover in the majority of American stores 


Compactness in case and in stock shelving so as to get full dis- 
play value makes this D. F. Sullivan Shoe Store a model in 
accessory sales. 





Suggestions for Meeting Rising Costs 


By W. S. BYCK, Atlanta, Ga. 


Possibly the easiest answer is ““Do a larger volume of business 
at an increased ratio of profit,” provided it could be done, but 
that isn’t always feasible, therefore, eliminate all unecessary 
expense, as well as some expense, that you think is necessary, 
for many of the necessary expenses can be reduced. 

The sales force should be based on a percentage basis, and 
they should know it, in that way, they will work faster and 
harder to make sales in busy times, so as to offset the dropping 
business when the height of the season is over and thus keep 
their average sales up. 

Many business men, just as soon as the season begins to open 
are afraid they'll lose a few sales and make the mistake, before 
there’s any real necessity, of putting on 4 or 5 more sales people, 
and thereby pay out in expense the extra few dollars they have 
made in season, and continue them on, thinking they'll be 
warranted in so doing, when the next season opens, whereas by 
trying to do the increased business, with their regular force 
they would be saving quite a few thousand dollars during 
the year. 

The proper arrangement of stocks will help keep the cost 
down. If stock is properly arranged for sales people, they can 
handle more customers in a day and also quicker, whereas if 
they have to hunt for styles, it will take them as long to wait 
on three customers as they would ordinarily serve four. 


Quite a saving could be made in the proper handling of com- 
plaints. Many customers are handled too liberally. Adjust 
complaints upon their merit, treat customers fairly, but if they 
are not entitled to it, don’t do it, and tell them why. They’ll 
think more of you and the saving in a year will be considerable, 
Then when you have to do some repair work for them you 
will find many times it can be done in the store, instead of 
sending it out. 


The ordering of many goods from factories to come in by 
express at a cost of three times as much as the freight would be, 
just to save a few days’ time, where the saving by freight in a 
year would be considerable. 

Today, it costs more to sell goods than formerly, on account 
of the numerous colors and styles, and the higher cost of mer- 
chandise. A customer thinks she has to try on both shoes 
apparently and then decides to look around, thus causing the 
same customer to be waited on frequently, two or three times. 
The remedy for that is in better clerks, and greater profits on 
each sale. 
~ Many stores have basements or second floors, which are not 
utilized, except for empty cases or reserve stock. Where there 
are second floors, or basements, why not use the forward part or 
half of them for selling rooms. Put your children’s depart- 
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GELF-SERVICE for economy’s sake is the basis of new devel- 
opments in bargain basement shoe selling © 
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In the new Brouwer store the basement is turned over to speedy 
sales of special priced merchandise. The cashier need be the only 
attendant. 





ment upstairs, and in the base ment put your rubbers, tennis, 
and cheaper grades of men’s, boys’, ladies’, misses’ and chil- 
dren’s. You will find that you can increase your volume of 
business considerably, and at a cost not exceeding 12 to 15 per 


cent, and the rent cost nothing. This will bring your profits 
up and at the same time keep your ratio of expense down and 
enable you to do business easier and relieve the congestion on 
your main floor in busy times. 


Keeping Down the Rising Cost of Doing Business 


By JOSEPH STRASBURGER, Washington, D. C. 


One of the hardest problems facing the up-to-date shoe mer- 
chant of today, is the rising cost of doing business. Every 
item of expense is higher than it was a few years ago; rents 
are higher, salesmen cost more. A short time ago we could get 
good clerks from $12 to $15 per week—today we start them at 
$18 and $20. Wrapping paper a year ago was 5 cents a pound; 
today it is hard to get at 12 cents; twine has advanced from 
20 cents to 40 cents a pound. 

How can we overcome this state of affairs? We surely cannot 
use cheap help. Customers today are more critical; they 
expect more attention, and in these days of anatomical and 
surgical shoes, which require double the time to fit properly, 
it is almost impossible for a salesman to wait on more than 
one customer at a time. Formerly it was easy for a salesman 


to wait on two or three at one time and suit them all. It takes 
50 per cent more salesmen today to do the same amount of 
business, and with the increase in salaries, makes for higher 
cost in salesmanship. Another very expensive item in doing 
business now, is the delivery of goods; this has almost tripled 
in cost. To my way of thinking there is only one way of solving 
the problem, and that I can state in a very few words:—MAKE 
MORE PROFIT ON YOUR SHOES. 

One of the best ways to get a clear understanding of your 
business is to analyze your expenses. The development of better 
merchandising beyond a certain point can only come through 
intimate, detailed comparisons of the elements determined from 
such an analysis. 
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Hj QUIPMENT is very much to the fore --- never was efficient 
and attractive shoe store equipment so important as now 


This section of the shoe department of Wm. Filene’s Sons Co., 
Boston, shows high efficiency in design and arrangement. 





Business Building Salesmanship 


By F. P. MEYER, Danville, Ill., President IWinois Shoe Retailers’ Association 


The first and most important thing a salesperson must possess 
is brains. Applied brains the second. The average mind like 
the average acre is under-productive, because it is insufficiently 
cultivated. Unusual careers and crops are impossible without 
preparation. Men and fields both yield surprisingly under 
proper cultivation. ‘One hundred per cent men,” are scarce. 


Hints for Salesmen 


A majority of salespersons, find their work dull and unin- 
teresting, putting in their time watching the clock. Only the 
watch repairer can keep his eye on the time piece and still tend 
to business. And only when the whole organization is in tune, 
when your clerks are all working in harmony with you and with 
each other can great success be obtained. It is unnecessary for 
me to go into detail and tell you men of experience, that a good 
salesperson must be a good shoe fitter, that he must have a 
thorough knowledge of the merchandise he sells. That he must 
tell his customers how to take care of a pair of dress shoe~, that a 
shoe merchant is no more responsible for a lady getting her 
fancy shoe spotted than a dressmaker is responsible if a lady 
should happen to spill a cup of coffee on her party gown, also 
that the salesperson must have good judgment. That he 
must in a diplomatic way suggest to his customer other articles 
he has for sale, than those for which the customer asked and 


still not offend them. You men all know these things as well 
as I do, but I do want to say that you are responsible if you 
have poor salesmen, by this I mean that it is your business to 
educate them, to impress such things on their minds, that they 
are selling goods, not knowledge. That the customer is always 
right, that the sun-shiny salesman thaws the frosty buyer. 
To warn your clerks to leave their grouch at home and, of course, 
you must keep yours chained up. To tell them that a man 
shoots no higher than he aims. That the world bestows its big 
prizes in money and honor, but for one thing, and that is initative, 
doing the right thing without being told. That the boss is not 
an odd fellow, but simply head over heels in love with his busi- 
ness, also to tell them what the old farmer said to his horse, 
when it shied at an automobile. He said: “‘Whoa, darn you, 
one automobile will not make you extinct.’”’ So with a shoe 
style, it does not die over night, because a new one is brought out. 
Yesterday’s styles are still in vogue, and should be held fresh in 
the mind of the clerk, until the last pair is sold, and these are 
the thoughts you are duty bound to install into the minds of 
your clerks. Spend at least 20 minutes with them every day. 


A Better Selling Attitude 


A customer entering the door of a store should be to the 
salesman the same-as a wild duck in sight of a man lying in 
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[)ISPLAY opportunities are everywhere --- and merchants are 


availing of them 





wait in the marsh. The hunter does not-look bored when he 
sees the duck appear. That is his chance, if he misses he feels 
foolish, if he succeeds he knows he is improving. 


When a salesperson sees a customer big or little he should say 


to himself, ‘“There is my chance.” It is his chance to study 
human nature. It is his chance to increase or lower his average 
in success. He must look the customer in the eye. Try to imag- 
ine he has been sitting out in the swamp since day-break, 
waiting for the wild duck, and here is the duck. Find out 
what the customer wants, don’t try to.tell her what he or she 
ought to have. 





How Filene’s of Boston adapted their idea of showcase require- 
ments to conditions. There is a direct relation between more 
sales and better displays within the store. 





If a salesman does not believe heart and soul in merchandise 
of maintained quality he cannot sell it. If he does not put 
forth his every effort as a salesman he cannot sell it. Now, we 
should all make special effort beginning this year to make 
better salesmen of the clerks we have. Of course, if you have 
a nut working for you, fire him and get some one who you can 
teach something. To learn a thing thoroughly costs money 
and time, but it costs a great deal more if you don’t learn, but 
impress on your salesmen that most customers prefer service 
with the ice left out. 


LEATHERLESS SHOE 


Vamp and Top, Near-Skin — Innersole, Hideite, Can- 


vas-Covered. 


NR oi inihdi4) ne cantenaenmnee Horn fibre 
TE. 5.2.0 5.55 1<50.c did ear ielae Composition 
ERECT ET TAS Lee meron Duck 
MING 262s ina 5 coma nets Imitation leather 
ND i 55 hae bs deacons Imitation leather 
Se er cod ra ere Fabsta 
Pas 6.64. 3;> sae baie aos Rubber compo. 
SO Ort Cp rere Fibre compo. 


Produced as a demonstration of the possibilities of 


leatherless shoes by M. A. Packard Co., Brockton. 
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HOSIERY departments are a legitimate source of profit as 
well as of service to the customer 


This unusual hosiery window display by Wm. Filene’s Sons Co., 
of Boston, compelled attention, and clever hosiery displays are 
coming more and more into use. 








The Big Convention at Toledo 


The seventh annual convention and exposition of the Ohio 
Retail Shoe Dealers’ Association to be held in Toledo, Ohio, 


March 6, 7, 8 and 9 is planned to be the biggest thing of its 
kind ever held in the Middle West. 

The convention will be unique in many ways, and the Toledo 
Shoe and Leather Club, under the presidency of John F. Raab 
of B. R. Baker Co., Toledo, is fulfilling its pledge of practical 
co-operation in insuring its success. 

This convention in Toledo marks an epoch in Middle- Western 
shoe merchandising because it will be the first time that dele- 
gates from Ohio, Indiana, Illinois and Michigan will co-operate 
in one convention to promote unity and singleness of purpose 
among the shoe interests that supply nearly 17,000,000 people. 

It will be the first time, that an exposition of shoes, leathers 
and findings will be held on one floor and in the same building 
where every proceeding of the convention will take place. 
The Terminal Auditorium in which the convention will be 
held is a building that is devoted exclusively to conventions 
and industrial expositions on a vast scale, and has an actual 
floor space larger than that of the Madison Square Garden of 
New York City. 

Many Unique Features 

The fact that delegates from adjoining states will be present 
is due to the constant, energetic and educational efforts of 
A. F. Sloane, president of the Ohio Retail Shoe Dealers’ Asso- 
ciation and field secretary of the National Retail Shoe Dealers’ 
Association. His activity has reached out into five states and 
the results of his endeavors will be realized in Toledo’s big 


convention and exposition. The Terminal Auditorium will 
house all the proceedings and entertainment of the gathering, 
at the same time, booths are provided on the same floor where 
displays can be made. 

These are the committees that will have charge of the con- 


vention: 
Recontive Committee 

Goleman, John F. Raab, R. Baker Co.; Walter W. Hoskins, President, 
H. & R. Shoe Co.; J. E. Fic Simmons Boot & Shoe Co.; A. B. Koch, 
Readies. Lasalle & Koch Co.; Warner Peirce, Lion Dry Goods Co. 

Finance and Display Committee 

Chairman, Warner Peirce, Lion Dry Co.; Addison Van Wormer, Van 
Wormer Shoe Co.; Rudy Noble, Secretary, Simmons Boot & Shoe a 3; A. L. 
Sherman, U. S. Rubber Co.; C. B. Fisher, Mgr. Walk-Over Boot Shop. 


Auditing Committee 
Chairman, John F. Raab, B. R. Baker Co.; Albert Kratt, Kratt Shoe Co.; 
F. W. Young, Thompson-Hudson Co. 
Pubieity, Comsasistes 
Chairman, Naeos. Gougeon, M = & R. Shoe Co.; Arthur C. Kneisel, 
Adv. Counsel; M. E. Donnelly, Pg mes nt 
Educational Committ 
Chairman, Walter W. Hoskin, Pres. H. M. & R. Shoe Co. 
Entertainment Committee 
Chairman, A. B. Koch, Lasalle & Koch Co. 
Reception Committee 
Chairman, J. E. Heath, Giesnae Boot & Shoe Co.; R. M. Lane, R. H. Lane 
S Co.; W. T. Bailey, Ainsworth Shoe Co.; .; P. J. Galliers, Western Shoe Co.; 
L. ‘Sherman, U. S. Rubber Co.; Frank Tucker, Neuhausel Bros.; E. G. 
Shawaker E G. Shawaker Co.; F. H. Broer, F. H. tgs Co.; Samuel Curson, 
Curson Shoe Co.; ; A. J. Kopittke, Kopittke Shoe Co.; J. Zeigler, Zeigler Shoe 
Co.; G. E. Wild, Wild Shoe Co. 
Advisory Committee 
or of Toledo; I. E. Macomber, Recaident Toledo 
Commerce Club; helps, Man _* Ratan Dept., T.C.C.; George 
W. Stevens, Director _ Museum; A. Sloane, President, Ohio Retail Shoe 
Dealers’ Acsosiete? <Sangee Wolfram, Secretary, Ohio Retail Shoe ts ag 
Association; ady, President, Guardian Trust & coe Fe Bank; H. I. 
Shepherd, Shin A ank & Trust Co.; J. F. Cummins, R Lane & Co.: $ 
" G. Evans, Western Shoe Co.; F. W. Simmons, Simmons Boot & Shoe Co.: 
Shawaker, E. G. Shawaker Co.; W. T. Bailey, Ainsworth Shoe Cas ry 
Ki $i Goldman, Harris & Goldman; Fred Becht, U. 8S. Rubber Co.; T. H 
ag Toledo Rubber Co.; William Wilmington, The Wilmington Co.; ¥ 
. Stafford, Toledo Button Machine Co. 


Charles M. Milro 
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Northwestern National Shoe Travelers’ Association Second Annual Banquet in the Gold Room of Hotel Radisson, Minneapolis, 


January 12, 1917 


The Traveling Shoe Salesman 


The Northwestern Shoe Travelers 
Hold Their Annual Banquet and 
Dance 


The Northwestern National Shoe Trav- 
elers’ Association, Minneapolis, held 
their second annual banquet and dance, 


GEO. S. SANDERS 


Presidcnt, Northwestern National Shoe 
Travelers’ Aossciation for 1917 


on Friday evening, Jan. 12, and it out- 
classed by far any similar effort. 

It was held in the Gold Room of the 
Radisson hotel. At each lady’s plate was 
a favor in porcelain representing Diana 
at the Bath and filled with a handsome 
corsage bouquet of violets and narcissus. 

Promptly at 8 o’clock the guests were 
seated at the tables and after a few words 
from President Eric Anderson, music 


was furnished by Squire’s Orchestra and 
songs by the Temple Quartette. After 
the dinner was over President Anderson 
then turned his seat over to the new 
president for 1917, George S. Sanders, and 
Secretary Ben Davis, who succeeded 
Secretary Gronvall, exchanged seats with 
that gentleman. 

President Anderson introduced the 
new president, George S. Sanders, who 
gave a very interesting talk of what the 
new officers hoped to do during the 
coming year. The president then intro- 
duced the toastmaster, Gerald Gunner- 
son, president of the Pioneer Shoe & 
Rubber Co., who kept the ball rolling 
every minute. First he introduced the 
new mayor of Minneapolis, C. W. Van 
Lear, a Socialist. 


Charles Patterson on Co-operation 


Then followed the principal address of 
the evening by Charles Patterson, of 
the O’Donnell and Freeman Shoe fac- 
tories of St. Paul. Mr. Patterson spoke on 
‘Co-operation between the salesmen and 
the sales department.” He said that the 
salesman represented the company in 
most of its dealings and through him the 
buyers formed their estimates of the 
firm. He said also the firm formed its 
opinions of buyers through personal con- 
tact with the salesman, and that his 
opinions usually came to be the opinions 
of the house. He said the up-to-date 
sales manager welcomed suggestions from 
the traveler. 


George Eckstrand, credit manager for 
the Foot & Schulze Shoe Co., St. Paul, 
gave a short talk on relation of his depart- 
ment and the traveling force. 

It was quarter before eleven before 
those present were aware of it—dancing 
was then taken up, which lasted until 


1 o'clock. The affair went off without a 
hitch and the service was superb. The 
entertainment committee for the oc- 
casion headed by Ralph W. Brown, chair- 
man and assisted by Martin H. Iverson, 
Ledger Lowrey, Gid Simpson and others, 


BEN C. DAVIS 


Secretary and Treasurer, Northwestern 
National Shoe Travelers’ Association 


are deserving of much credit for the suc 
cess of the entertainment. 


Iowa Traveler’s Auxiliary to 
Entertain Merchants 


On March 6th, 7th, and 8th, the Iowa 
Retail Shoe Dealers Association, meet in 
Des Moines. On March the 7th, the 
merchants have given the day over to 
the traveling men covering Iowa terri- 
tory. The traveling boys have banded 
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themselves into a permanent organization 
called the Traveling Men’s Auxiliary and 
the dues are $5.00—this money is spent 
in entertaining the merchants on that 
day—there is going to be a big dinner— 
an Athletic Exhibition—various vaude- 
ville acts and a smoker. 

The contributions are coming in quite 
freely and a very large crowd is antici- 
pated. It is expected that there will be 
between 125 to 150 traveling men in at- 
tendance and some three to four hundred 
merchants. 

Anyone desiring to become a member 
or is interested in the Iowa Organization, 
that has not already been written to, 
kindly communicate with Secretary & 
Treasurer, Dave A. Marks, No. 1433 
6th Ave., Des Moines, Iowa. 


GUY MOSES 
The new Vice-President of the Southern 
Shoe Travelers’ Association 


The visiting ladies are to be well taken 
care of this year, and all Iowa retail shoe 
merchants are requested to bring their 
wives with them, as Des Moines is the 
Capital City, where many forms of 
attraction can be found for the visitors. 


The Samuels Salesmen 


The Samuels Shoe Co., which special- 
izes in young women’s, girls’, boys’ and 
infants’ footwear and novelties, sends 
the following salesmen out on the road 
to cover the trade: 

Alex. Light, Southwest Missouri, Indi- 
ana and Illinois; E. J. Goldman, Okla- 
homa, Colorado, Southwest Missouri and 
West Texas; E. G. Glasser, Texas and 
New Mexico, also Arkansas; Walter 
Storll, Missouri, Kansas, Iowa and 
Nebraska; W. G. Oonk, Near-by trade, 
Illinois and Missouri; C. L. Inman, City 
of St. Louis; J. G. Samuels, Large cities 
in the East; T. R. Samuels, West of 
Denver. 


Cincinnati Election Impending 


Now that the shoe traveling sales- 
men for the local factories are at home, 
they are taking occasion to strengthen 
their local organizations. The Shoe 
Travelers’ Association of Cincinnati held 
its monthly meeting on Thursday, Jan- 
uary 18th, the first since the National 
Convention in St. Louis. The National 
convention served to fill the local shoe 
traveling men full of pep and enthusiasm, 
resulting in an increase in memberhsip 
of twenty since the recent convention. 
The Cincinnati boys went to St. Louis 
determined to bring the next convention 
to Cincinnati, but New York proved the 
victor. They are stacking their cards to 
land the convention of 1919. 

At the meeting last Thursday, the 
Nominating Committee reported the two 
following tickets which will be voted on 
at the next meeting in February. The 
regular ticket: J. B. Antrim, president; 
S. S. Fechheimer, vice-president; F. J. 
Weber, secretary; A. L. Willey, treasurer; 
directors, one year term: W. P. Hen- 
nessy, M. F. Thompson and E. Peck; 
two-year term: Chas. Adam and J. J. 
Walsh. Independent ticket: J. Jaffe, 
president; O. C. Robinson, vice-president; 
F. J. Weber, secretary; A. L. Willey, 
treasurer; directors, one year term:W. P. 
Hennessy, M. F. Thompson and E. Peck. 
two-year term: Chas. Auer and G. 
Lashbrooke. 

On Monday evening, February 12th, 
the local Shoe Travelers’ Association will 
give a dinner dance at the Hotel Gibson. 
This, like the recent shoe trade dinner 
given by the Shoe and Leather Club, 
will be a pretentious affair. Every branch 
of the shoe trade in this city will be rep- 
resented; several hundred guests are al- 
ready booked for the banquet. 

Under President M. F. Thompson the 
Shoe Travelers’ Association is showing 
steady growth in membership. 


Chicago Dinner Feb. Ist 


The Chicago Shoe Travelers’ Associa- 
tion will hold their annual dinner and 
dance at the Congress Hotel, Thursday, 
February Ist. 


Clark Men Get Together 


The annual get-together meeting and 
dinner of the salesforce of the James 
Clark Leather Company was held in St. 
Louis recently, covers being laid for 
thirty-five. President Cyrus E. Clark 
opened the proceedings after the menu 
had been discussed, after which he turned 
the gathering over to General Manager 
William G. Battle, who acted as toast- 
master for the evening. Mr. Clark told 
of the gains in business for 1916 and pre- 
dicted even heavier gains for 1917. De- 
partment managers and salesmen were 
called upon for talks and a general good 
time was had. This annual meeting and 


Jan. 27, 1917 


dinner has been a feature of the com- 
pany’s seasonal visits of salesmen to 
headquarters for some years. Immedi- 
ately after the dinner the traveling mem- 
bers of the force left for their territories. 


Hertzog Covering Southwest 


Ernest Hertzog, representing the 
Harrisburg Shoe Mfg. Co. of Harris- 
burg, Pa., plans to leave St. Louis be- 
tween February 15th and March Ist for 
his Southwest territory. 


Going After French Trade 


Not even the great war has destroyed 
the internationalism of trade. J. W. & 
A. P. Howard Co., Inc., of Corry, Pa., 
leather manufacturers, are exhibiting at 
the coming Lyons (France) Fair, and will 


WM. M. SLATTERY 


Representing J. W. & A. P. Howard, Inc., 
at the Lyons (France) Fair 


be represented by Wm. M. Slattery, of 
their Boston staff, who sails from New 
York on S.S. Philadelphia January 27th. 
Mr. Slattery, in addition to representing 
his company at Lyons, will visit other 
sections of France, Switzerland and Eng- 
land in the course of a three-months’ 
study of European market conditions. 
Alvin J. Spring Marries 

Alvin J. Spring, a member of the 
traveling sales force of the Brown Shoe 
Company, St. Louis, took advantage of 
his visit to headquarters early in the 
month to get the new season’s samples, 
to take unto himself a wife. The bride was 
Miss Pearl Krueger, who said she much 
preferred to be a traveling man’s bride 
to being his fiancee, as there was more 
likelihood of an occasional opportunity 
to see him on the road. They will make 
their residence in Des Moines, which is 
in close juxtaposition to Mr. Spring’s 
territory. 
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The Quality of “Du-Flex” and “Avon” Fibre 
Soles Will Always Be Maintained 


The body of the above letter reveals 
trouble all too often experienced in the 
retail shoe trade. In other details the 
letter is imaginary. 

To protect one’s self from such liability 
is within the power of every retail man in 
the trade. 

Here is the remedy. 

Have “Du-Flex” and “Avon’”’ Fibre Soles 
attached to the shoes sold. 

In doing this the retail shoe man will 
create for himself and the shoe manufac- 
turer a steadily profitable trade. 

A leading shoe manufacturer said at the 
National Shoe Retailers’ Convention held 
recently in the city of Cincinnati, “The 
sensible thing to do is to conserve the 
supply of leather by creating a demand 
for new materials for shoes.” 





That is true. It cannot be denied in the 
face of rising costs of leather. 

But the ultimate consumer is the judge 
and jury in a matter like this, and a 
favorable verdict can only be secured for 
all concerned, by using dependable sub- 
stitutes. 


Two fibre soles of absolutely different 
composition may look very much alike, 
while the raw compounds in one cost 
about twice as much as in the other. 
The best sole will undoubtedly wear 
three times as long as the cheap one. 
The manufacturing expense is the same 
on each. What is saved is the difference 
in cost of the raw material (from ten to 
fifteen cents). Is not that difference 
well worth considering when there is 
200 per cent more wear in the best sole? 


Use of “‘Du-Flex” and “Avon” Fibre Soles Will Count for Satisfaction Every Time 


AVON SOLE CO., AVON, MASS. 


PIONEER PRODUCERS OF FIBRE SOLES 
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, We are heading them toward your store 
8 y 

y —our big newspaper and magazine cam- 

| paign for 1917 will create an added and tre- 


mendous nation-wide interest in 


TEXTAN 


—the Goodrich Sole 


It wears better than leather—is absolutely water-proof, flex- 
ible, easy on the feet, dressy, and sews splendidly. It is not a 
rubber sole—but a Fibre Sole—a composition that more than takes 
care of the sole problems which have now become so acute. 


The fact that such manufactur- featuring TEXTAN on their shoes 
ers as R. P. Hazzard Co., N. B. is an emphatic endorsement. 
Thayer & Co., Inc., Upham Bros., We have the product and we 
Selz, Schwab & Co., Krohn, Fech- are going to push it. 
heimer Co., J. W. Carter Co., Get in on this big, typically- 

Foot, Schulze & Co., Farmington GOODRICH proposition. Be ready 
Shoe Co., Churchill & Alden, to give interested enquirers the best 
Inc., Marion Shoe Co., Hol- = Health and Shoe Protection that 

land Shoe Co., Badger State YOUR STORE ever delivered— 
Shoe Co., and that scores by giving them TEXTAN. Your 


and scores of others are manufacturer will supply you. 


THE B. F. GOODRICH COMPANY 
Akron, Ohio 
Makers of “Hipress” and “STRAIGHT-LINE” Footwear 
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The House That Saves You 


polo - Fine White 


Present|) 


Because we placed big} we 
any house to meet 

overlook the big sav-fi 
soon. We’re booking} ca 





No. 133. Women’s C No. 131. W Cc LL nen 874° 
8 anvas ° 
Lace, 8-inch Covered 7. a 50 Lose, Unlingd Lee. i fea 7. 20 eset esyt 4 
i ice 


No. 141. Women’s Canvas S Ox., c 
Green, Gray, and White rimmed, 923 
Rubber Sole and Heel 


























33 Other —_— eal Men, Women and Children} P: 


POSITIVELY No Orders 


Filled Except For : - Rosenberg 
C A S E L O T S 2 209 Essex St. Boston 
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el|Goods Priced "Way Below 


Manufacturing Cost 


big] worth while orders for them 9 months ago. We challenge | 
eetf the prices we quote you herewith. You can’t afford to 
av-fing they represent. You can’t order what you need too : 
ingfcarload orders every day. | 












) 

S No. 223. Women’s § No. —> eee No. 226. Women’s Canvas 
ah Canvas __ 2-Strap, l .00 Buck 8-inch Lace, Covered wy $ f 
SN Covered Heel Price Welt. Hr nck, oBeaita i $ Genuine Ivory Su >. 15 i 
5! Last. Same in High =: 3.25 in Low Heel. i 
i 


. Women’s 


SS Poplin 1 Pumps, $ 
aN * *1.00 
4 \ 

. 





























reniPriced from 75c to $3.50. Send for Latest Catalog 





y The House That Saves You We Must Decline to 
: Accept Orders Less Than : 
y 15% to 30% 


CASE LOTS 





Sb a cle a 
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To Introduce 
the FASTENATOR=— 


A Button Fastening Machine that does the work and gives 
maximum service. 


Our effort in five years of constant research has been to- 
wards eliminating the defects that have been obstacles in 
the way of mechanical fastening. 


THE FASTENATOR is a perfected and perfect machine. 


It will fasten any style of shank button without adjust- 
ment. Its action is positive, rapid and perfect. 


Its operation is easy and quickly learned. 
It has the simplest construction (only 93 working parts). 
Fastenator supremacy is based on performance. 


























retail house thinks of it. 


FOR THE MACHINE WITH 30,000 
THE $65. OPERATIONS. WITH ELECTRICAL- 


COST LY DRIVEN HOPPER $60.00 EXTRA 


Our catalog shows the machine and tells its story in detail. Let us send you one 


This letter shows what a prominent New York 


AUTOMATIC MANUFACTURING CO. 
78-82 READE STREET, NEW YORK 
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CALFSKINS 





Gun Metal Calf, Black and Colors. Duro Calf, Black and Colors. 
Gun Metal Veals, Black and Colors. Weilda Calf, Black and 27 Colors. 





SHEEP LEATHERS 


Colored (Grain Finish). Dull Blacks. Glazed Blacks. 


a Soe. See ae, eee Chrome Chevrita, Matt and Glazed. 
and Colors. ahead 
Jsacket yeat ° 
Aclosuede (‘Topping), 8 Colors. ee eee 


White Alum, Grain and Flesh Finish. Belt Leather, Black and Colored. 


Chrome White, Grain and Flesh Finish. Shearlings (Woolskins). 





GLOVE LEATHER 


Aclosuede { Domestic A. C. L. Chrome For 
4 Lambs Work 
Aclotan | Chrome ‘Tannage Grains and Suedes Gloves 


A. C. L. Dips, for Automobile Garments, 
Driving Gloves and Sporting Goods. 





WELTING 


Side Welting, Black, Brown, Union Hub (Pigskin) Welting, Black and 
Grain and Buff. Natural, Goodyear and McKay. 





HUB PIGSKIN SOLE LEATHER 








A. C. LAWRENCE LEATHER CO. — BOSTON, MASS., U.S.A. 
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BAERS RIVER PLANT. PEABODY. MASS 
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ST NATIONAL PLANT. PEABODY. MASS. 





ORIGINATORS AND SOLE 


BLACK DIAMOND CHROME PATENT NUB 
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GUN METAL CALF WEI 
Head Offfice: 161 SOUTH STRE 
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VRENCE LEATHER COMPANY 
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MAIN PLANT. PEABODY MASS. _ 











D SOLE MANUFACTURERS OF 


NUBUCK % HUB PIGSKIN SOLE LEATHER 
WEILDA CALF ¥ GUN METAL SIDES 


REET, BOSTON, MASS., U.S.A. 
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SIDE LEATHER 





Black Diamond Chrome Patent. Cordovan Sides. 

Black Diamond Lastwell Tipping. Lawrence Grain, Russet and Black. 
Nubuck, White and Colors. Pocket-book Grain, Black and Colors. 
Gun Metal Sides. Black Bag Grain. 





CUT STOCK 


Women’s Flexible Insoles. Women’s Pigskin Taps. 
Women’s Hub Counters for Welts Women’s Flexible Split Taps. 


and ‘Turns. 





SIDE SPLITS 


Flexible. Cropped Goodyear. 
Natural, Wax. Black Wax, Union and Belt Knife. 
Boarded Splits, Black and Tan. Pocket-book. 


MISCELLANEOUS 


Black Diamond Finishes, for finishing Nubuck Dressing, a cleaning powder 
Black Diamond Lastwell Tipping made especially for Nubuck, in 
and repairing damaged Patent White and Colors to match each 
Leather ‘Tips. shade of Nubuck. 








A. C. LAWRENCE LEATHER CO. — BOSTON, MASS., U.S.A. 
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In re New Machine 


Mr. Prong Button User 
Dear Sir: 


You will remember 
when we first presented 
our line of prong buttons 
that the idea was ours 
and we were first on 
the market. 


We'll call that 
Service No. 1 


The prong button was 
the result of our study 
and experimenting to 
save the manufacturer 
the cost of the tedious 
and annoying operation 
of sewing the buttons on 


by hand. 
Service No. 2 


The first tool offered sim- 
ply located the holes for 
the prongs, it being neces- 
sary to turn the prongs. 
Primitive, you say? Yes, 
but it increased output 
200 per cent, so we call 
that 


Service No. 3 


The demand for help be- 
ing in excess of the sup- 
ply and orders being 
large, manufacturers 


were not able to ship fast 
enough, with the result 
that valuable orders were 
cancelled. 


Being in close co-opera- 
tive touch with our 
trade, we anticipated 
the condition, and as a 
result, produced a semi- 
automatic plier. 


This increased output 
400 per cent and in ad- 
dition made a better job, 
leaving no protrusions 
of the prongs to inter- 
fere with the stocking. 


Let’s see: That would 
make 


Service No. 4 


Girls and boys get tired 
as well as we older ones, 
so there was a limit to 
the work that they could 
do with their hands. All 
this time the “big fel- 
lows” could not keep up 
to the demand for ship- 
ments. 


Having been producers 
of small metal parts for 
years, we knew the leg 
would stand a greater 
strain than the wrist. 


So now we have built 
and have in successful 
operation a bench 
press with foot treadle 


which further in- 
creases output from 
100 to 200 per cent 
and does a perfect 
job. Now everyone 


is happy. 
Service No. 5 


These presses are sold 
only to those firms that 


have a full appreciation 
of the word SERVICE. 


Since the price does not 
comprehend a profit; we 
must get our compensa- 
tion through the sale of 
prong buttons. 


To those who are buying 
or will enter into an 
agreement to buy prong 
buttons exclusively from 
us, we will be pleased to 
send descriptive matter 
and photograph of the 
press quoting price, or, 
better, we will send one 
on approval. Finally, we 
call this 


“Service Plus” 
Is co-operation like the 


above worth anything 
to you? 


The Metal Products 
Corporation 
200 Thurbers Avenue 


Providence, R. I. 
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The moving picture theatre that dared to show the same 


idea or to convey the same thought in its films continu- 
ously would soon lose prestige among the amusement- 
Interest would slacken through lack of 
variety because ‘‘Sameness”’ palls upon the imagination 


loving public. 


and lowers selling value. 


**Recorder’’ Shoe Cuts never 


grow monotonous. Their originality and variety never fail 


to maintain public interest at the top notch. 
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No. 202, 25e. 


“The Open Door” 


The door is never closed here 
to the man who wants style and 
footwear comfort at the fair 
= that shoe quality always 

rings. ’ 

And never will discourteous 
treatment discourage or dis- 
gust him, for courtesy is a 

usiness asset whose worth 
can never be figured in dollars 
and cents. 

The door to foot protection swings 
wide in this store now on many new 
and novel features in high shoes for 

the worst of the Winter months 

The price range swings wide 
too—$5 to $12.50 a pair 











**Up to the Minute” 


No boy wants to “follow 
the leader’”—he wants to be 
the leader himself! And when 
he comes out in something 
new, good-bye to the smiles 
that the other boys got from 
the prettiest girl in town. 

Same in shoes as in clothes. 

The mannish styles in our 
boys’ heavyweight shoes catch 











FEBRUARY 


22 


NATIONAL 



































No- 


*“*Worthy of the Day”’ 


A woman need seek no far- 
ther for Harmony in novelty 
footwear for the holiday—her 
quest ends pleasantly here. 


Shoes that are worthy of the 
natal day and noble deeds of 
the Father of our Country are 
waiting for new owners—wait- 


ing to please profoundly! 


At $7.50 a pair there are 
new ideas galore in this ever- 
ready store! 


a boy’s fancy at once. At 
$3.50 a pair they place him in 
the lead at once! The lasts on 


which they are made will ~ 
him first in the field wit 
them. 















































Editorial 


For Your Store 


“Never put off for tomorrow what you can do today.” What you 
intend to do is a dream of the future and as elusive as the fabled Will o’ 
the Wisp. The present is what counts. Too much hesitation and too 
little exertion produce only negative results. Seeming and dreaming are 


the twin brothers of unproductiveness. 





This store does not “‘put off’ doing things for the very good reason 
that the day or hour that’s lost can never be regained. We cannot afford 
to be dreamers or ‘‘seemers” here. Idle fancies create no real results. 
We must be up and doing or else look with apprehension on what the 


future holds for the business here. 


Be Sure to REMIT WITH ORDER to Avoid Delay 














QaQa 


Again we lay stress upon the importance of the state- 
ment already made upon these pages, that ‘‘Recorder”’ 
Cuts embody in the expressed idea and the artist’s treat- 
ment distinct differences which make them decidedly 
more interesting and far more valuable to the advertiser 
than the ordinary shoe cuts of the day. 
cuts are featured by unusual originality. They are unique 
and stand alone as the highest standard of effectiveness 


in business-bringing illustrations. 


**Recorder”’ 



































lasts. 


No. 207, 25c. 


; a... a man is stirred by patriotic feeling or not on 

the anniversary of Washington’s birthday, he will want 

shoes for town or country wear that meet two requirements— 
the dress-up affair or the outdoor sport. 

And that’s where this Store of Action comes in right handily 

with shoes in line with the trend of a man’s thoughts for the day. 

For outdoor sports $5 and $6 give a wide range for choice. 

For dress $6 and $7.50 will show him the correct and proper 
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Shoe Store Stunts 


No. 49—St. Valentine’s Day 


A large red heart lettered in white, 
with the following wording: ‘““There is a 
Soft Spot in Every Woman’s Heart for 
Blank’s Footwear,” will give you a good 
window suggestion to be used a week or 
so prior to Valentine’s Day. 

If price tickets are used in the window, 
they should also be red heart shaped and 
lettered in white. 


No. 50—Weigh the Reasons! 


The accompanying illustration shows 
an idea which may be used in shoe win- 
dows or on a counter to forcibly call atten- 
tion to the qualities of your footwear. A 
large card is lettered as follows: 


“WEIGH THE REASONS! WHY YOU 
SHOULD ae FOOT- 


This should be followed with the rea- 
sons, such as style, quality, price, etc. 
By placing a piece of moulding across the 
top of the card and suspending a scale 
from this, on which a pair of shoes is at- 
tached, you complete the suggestion. 


No. 51—St. Patrick’s Day 


For St. Patrick’s Day it is advisable to 
use a good green color throughout your 
trim, and an inexpensive and practical 
suggestion is offered by placing a large 
harp in the center of your display. 


This harp can be borrowed from a 
music store. Be sure that a show card 
lettered as follows, ““We Harp on Style 
and Value,” is placed conspicuously near 
the harp. 


Green shamrocks cut from cardboard 
placed here and there throughout the 
trim and used as price tickets will add to 
the decorative effect. 


Accounts Cannot Be Opened for These Nominal Amounts 








Sirensthens the Arch at every Sep 





GLOVE GRIP 
ARCH SUPPORT 


SHOE 


Strengthens the Arch at every Seep 





“GLOVE GRIP 
ARCH Support 


ESI ha Ladies 








In the “construction of ‘Arnold's 
Glove Grip Shoes are incorporated 
‘ideas which add to appearances, ; 
}fort and wear. 

+The merits of the spécinlee. fe 
shank will be revealed at nips 
tryon. 

Dealers handling these “Made. by! 
Arnold” shoes, are sates a4 
i sales and profits. 


Model 46 strated 


Hast. cniimaae from ys ve in most 
wanted sizes, widths A to E. 


_Retails $7 to $9 
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All the World Helps to Build the American Shoe 


No Other Article of Apparel Has 
) Many Different 


SW) HAT’S in a shoe? » Well— 
W/ Take a factory tag that tells how 
V) the shoe is made. Count on it 60 
Vv 


\\ 


» 


different items of material; also 60 

different items of labor. That shows 

> how many things are used in a shoe. 
And there may be others. 

Whence come the materials? When you look at a 
shoe you see the four corners of the globe pulled 
together in it. Begin with the bottom, the sole, 
made from a hide of a Texan steer, tanned in oak 
bark from Pennsylvania forests. And the heel is of 
South American dry hide tanned in hemlock bark. 


The Mysteries of Leather 


It’s a kid skin shoe you have. It looks it, but one 
never can tell these days. The vamp is made of the 
pelt of a goat of Brazil. It is tanned with chrome, and 
is blacked with logwood from Jamaica, and glazed 
with a product from Austria. The top is from a 
kid skin tanned in Nigeria, and brought to Peabody, 
Mass. and retanned and finished. The tongue is of 
sheep leather. The sheep grew in Argentine. The 
leather linings are of sheepskins, that grew in Aus- 
tralia, and that were tanned in this country with 
sumac imported from Sicily. Some of the leathers 
were treated with ‘fat liquor,’ an emulsion made 
of oil from Newfoundland, and acids from Germany. 
At least, from Germany before the war. ; 

We get millions of skins from the hills of India, 
and thousands from China, and millions from South 
American countries, and others from Africa, Russia 
and Sweden and even Iceland. If there’s any fellow 
under the sun, from a Zulu to an Esquimau, who has 
a pelt to sell, let him tell an American tanner, and he 
can sell at once. 

It is only a few of the things used in making the 
leather of the shoe we mentionéd, for tanners also 
use, in the feat and mystery of tanning, divi divi 
from the East Indies, valonia from Turkey, myro- 
balans from India, and algarobilla from the land 
knows where; also salt from Michigan, and sawdust 
from the lumber mills and acids from many different 
laboratories, egg yolk from Russia, degras from 
France, and blood from Chicago. That list is enough 
to prove the mysteries of leather are far reaching. 

Little Journeys Buying Findings 

The shoe is fastened with thread of Irish flax or 
Alabama cotton. Since linen thread got high, many 
shoe men have been partial to cotton. The lacing is 
of Egyptian, or long fibre sea island cotton. It’s ex- 
pensive. The buttons are of bone, pearl, or paper, 
American and European. The eyelets are of brass, 


as Many Different Things from as 
Lands as a Shoe 


coated with celluloid. New England shops make 
them by the millions. The brass comes from the 
munitions factories, when they are willing to give 
up any. Likewise is the case with the steel shank 
for the arch. The tacks are made by the millions in 
Massachusetts, from steel that comes from the 
United States Steel Corporation. The same is true 
of the heel nails. Ifa person prefers wooden pegs in 
his heels, he can get them from a peg factory in 
Conway, N. H. 

The welt is of pigskin. The pig was killed in 
Packingtown, and his pelt was tanned in Peabody. 
His bristles were saved for brushes for cleaning the 
shoes. Between the outsole and the insole is a “‘filler’’ 
made by. cutting rubber from Ceylon with naptha 
from Standard Oil Company. Some cork from 
Portugal, ground like meal, is added to the cement. 
The insole, perhaps is of good bark tanned leather. 
But it may be of fibre, coated with a sheet of leather. 
The box toe may be of leather. But more than 
likely it is of fibre or felt coated with shellac to make it 
firm. The counter may be of leather, or it may be of 
fibre, or of pieces of leather pasted together, or 
celluloid. The felt is made of waste woolens. The 
shellac is made of lac from trees of India, the fibre 
is made down in Maine of shredded leather, hemp and 
jute from India and other things. The celluloid is 
made by the gun powder companies. 


Working Out Economies 


Yes, a few more things are used in the.making of a 
shoe. The last is of maple from Michigan. The 
patterns are of paper board made from old news- 
papers. They are bound with brass. Nothing goes 
to waste in the shoe trade, for those brass bindings 
are taken from discarded patterns, and are used 
from brazing the steel dies with which the leather is cut 
for the several parts of the shoe. The brazing is 
done in an electric flame: 

The snowy white lining is made from cotton of 
Dixie land. Let’s hope it is not stiffened with corn 
starch. The top facing is of silk, made in New Jer- 
sey, and the gold leaf on it may be _ traced 
back to the mine in El Dorado. The edges of the 
heels and soles are burnished with wax, which comes 
from Brazil, and the shoes are blacked with wax. 
There are forty-seven other things about a shoe. 
But enough has been told already. What does a 
fellow expect in these days of high prices? Enough 
already has been said to show that a lesson in com- 
mercial geography, incorporating the four corners of 
the globe, as well as a few things above and below the 
globe, goes with every pair of good shoes. 
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The Most Productive 
bit of floor space 


In your store will be the square 
yard occupied by the 


——KELLY BUTTON MACHINE— 


This wonderful little button fastener does its work quick- 
; est, best and with greatest profit to you. 

No Rent a Meh And, note the many EXCLUSIVE features: 

No Royalty Whetine An adjustable Button Shute—running buttons of all sizes 

and styles (Milos, pearls and fancies). 

No tubes—to be mislaid. 

A Double Hopper—with two styles of buttons ready for 


use. 
A Fastener Regulator—Adjustable to make buttons loose 
or tight. . 

A Safety Guard—Preventing the scratching of patent tips. 
A Pointer—Showing just where the button will be placed. 


— WRITE US — 


a KELLY BUTTON MACHINE CO. 


free,—less 2% ten days net cash NORFOLK BOARD OF TRADE BUILDING VIRGINIA 


thirty days, f. o. b. Baltimore. 
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PROFIT SHARING 
INSURANCE 


for 


Retail Shoe Dealers 
25% Saving 


Cut out the coupon below, mail it to our 
home office and receive full information as 
to our special class of insurance for shoe 
dealers. 


Coburn 


Trolley Ladders 


are simple, ef- 
ficient, inexpen- 
sive, saving time 
in sales effort. 


Get estimates-— | 
send us a rough 
sketch of your’ 
store interior, 
showing shelves 
to be reached and | 
let us tell you the 
cost. 


Coupon 








Please send me full information as to your special 
class of insurance for Shoe Dealers. 


Catalogue on re- | 
quest. 


eee RPC RT TELE CTT OE Tee ee 
I Sia anak aah. dob ecteaalon mutica keene 


Fitchburg Mutual Fire Ins. Co. 
FITCHBURG, Mass. (Recorder) 


woe ( 


Coburn Trolley Track Mfg. Co. 


HOLYOKE, MASS. 


TT 
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0. 721 
White Satin Pump 
14-8 LXV Heel, 73 Last 


$2.85 
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No. 705 © $4.00 


Surpass Kid Mazie Jet Beaded 
Full Louis Heel, 49 Last 


AA 4to8 AtoD 2to8 


No. 720 


Black Satin Pump 


14-8 LXV Heel, 73 Last 
AA 4to8 A3to8 B2%to8 CandD2 08 


$2.85 








No. 706 $3.25 


Patent Stripped Pump 


Full Louis Heel, 67 Last 


AA 4to8 AtoD 2to8 





AA 4to8 A3to8 B2%to8 CandD2to8 


No. 719 $3.75 
Ebony Kid Aurora Jet Beaded 
13-8 LXV_ Heel, 68 Last 





a 


“Bal Tabarin” 


No. 900 $3.50 
tMen’s Society Oxford 
Patent Turn 
58 Last 


AtoD § to ll 





IN 
STOCK | 
STYLES 


GOODRICH 


IN 
STOCK 
STYLES 


HIGH GRADE TURNS 
EXCLUSIVELY 


Special Feature! 


Attractive beaded slippers 
In Stock ready for immediate 
delivery 


Terms, net 30 days 


HAZEN B. GOODRICH 
& COMPANY 
HAVERHILL - - - - MASS. 


TT 


No. 707 $3.00 
Bronze Kid Arrow Pump 


Full Louis Heel, 66 Last 
8 


AA 4 to AtoD2to8 








No. 702 $3.25 


Dull Mat Kid 3 Strap Jet Beaded 
oo LXV Heel, 49 Last 


AA 4to AtoD 2to8 








“Bal Tabarin” 
No. 901 


Men’s Society Oxford 
Dull French Mat Kid Turn 
58 Last 


$3.50 


AtoD Sto 11 
TTT itis 
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OUR BRAND 


ALWAYS STANDS FOR THE 
NEWEST IN SHOE ORNAMENTATION 


THIS TIME IT IS AN ORIGINAL PROCESS OF ENAMELING 


Two color effects, metal and enamel, with the appearance of inlay work 
—but you can bend the buckle or ornament without cracking or scaling 
the finish. 
We will have some new designs featuring this process by February 15 
—exclusive retail shops and manufacturers of high-grade shoes will be 
especially interested. 

Ask Us for Samples 


L. ALTERSON & CO. 


Always Originators 


34th ST. and BROADWAY (MARBRIDGE BLDG.) NEW YORK, N. Y. 


: 
: 
: 
: 
: 


The Stitch 
that is sunk 


in the inner- 


The Store’s Appearance Counts 


With a nicely ar- 
ranged stock, the 
next thing is to 
have the stock 
easily and quickly 
accessible. A 


MILBRADT 
ROLLING 


sole means 
absolute 
foot comfort 


The Landers Felt- 


Lined Canvas In- 
nersole is in every 
way superior to an 
innersole of 
leather. 


Step Ladder 


will enable you to 
serve customers 
promptly, help you 


keep stock in place, 
and have thestore’s 
appearance orderly 
at all times. Buy 
a Milbradt and 
have the best roll- 
ing ladder made. 


Prices $8.00 to $12.00 


F. 0. B. Factory 
Send for Descriptive Catalogue 


MILBRADT MFG. CO. 
ST. LOUIS, MO. 


No rough, uneven surface—no lumpy thread 
bunches to cause discomfort. The stitches are 
sunk in the felt and covered with a thin sock 
lining. 

The result is a sole of surpassing smoothness 
and comfort. 


Feature these inner soles in your shoes. It will 
pay you—many times over. 








The Landers Brothers Company 
Toledo - - - Ohio 


SOOC OOOO OOOO COCOOCCOOO6 OOOO COOCOOOCCOOOE 


: 
; 
: 
: 
; 
: 
3 
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BLUM’S KREEP-A-WA fig 94 FELT SLIPPERS 


_ The Traveling WARRIORS of the KREEP-A-WA 
Tribe are now on the Annual WAR PATH of their respec- 
tive hunting ground, and take this opportunity to announce 
the COMING of the largest and most beautiful line of fancy 
Felt Footwear they have ever shown. 

There are many new and attractive styles 
including beautiful color combinations and 
up-to-the-minute designs that have never be- 


fore been shown and they are sure to please 
the most exacting. 


The following BRAVES, (Our Traveling 
Salesmen) are now in your territory with 
our entire and complete line of samples. 


Dealers not acquainted with famous pyar 
KREEP-A-WA SLIPPERS will please 7“™ ™-SuA7 OFFICE NOY.28, 1016 
write for samples or salesman to call. 


James T. Gorham Nebraska, Kansas 
2 North Dakota, South Dakota, Pennsylvania 
Henry Maichle Minnesota, Ohio 
Chas. J. Vegiard Wisconsin, Michigan, Ohio 

Indiana, Illinois, Michigan 
J. A. Schwingle Montana, Idaho, Wyoming, Utah, New York 
C. P. Callaway Alabama, Florida, Mississippi, Louisiana 
J. W. Brooks Tennessee, Sentnake , Arkansas 
J. H. Donaldson North Carolina, South Carolina, Georgia, Florida 
F. M. Rigger West Virginia, Virginia, Maryland 


PAT. U.S. PAT. OFFICE, NOV. 28, 1916 


BLUM SHOE MFG. CO. 


DANSVILLE, N. Y., U. S. A. 


—_— — a — a —— ss — 
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The illustration shows 
an attractive shoe store equipped with 


Sanitary Opera Chairs 
the modern shoe store seating. 


Some of the advantages over settees 
and individual wooden legged chairs are 


Greater Seating Capacity 
(Chairs interlock) 
Greater Comfort 
(Spring, stuffed or full roll plain seat) 
Superior Designs 


Economy 


(Plain wood or upholstered opera chairs 
cost about one half price of correspond- 
ing wooden legged chairs) 





Gould-Lee & Webster Shoe Store Rochester, N. Y. 
Chairs by Indestructibility 


(Opera chairs guaranteed against break- 


AMERICAN SEATING (COMPANY =a sginarccen 


Rigidity 
General Offices, 1016 Lytton Biulding, Chicago, Illinois lie ey ae a 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIES fastened to the floor) 














,10 Karat Gold Front 
-* Shoe Buckles 


IN 





Plain Polished Yellow Gold Plain Polished Green Gold 
Plain Dull Yellow Gold Plain Dull Green Gold 


amen tation may be either Engine Turned, Hand En- 
oe Gppced, or if yow prefer they may be perfectly. en. 


Bert's you our leaflet 


1 on ’Jewelry. Company 
MANUFACTURERS OF JEWELRY 


$s $3: 
James” a School Sts. -@ Ee Attleboro, Mass. 
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Kat oe 
aati Iai ss Yi ne 


18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$1LOQ,Q000,000 


A YEAR 





is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine Company | 


BOSTON, MASSACHUSETTS 


OOGRECEREEET u OU 








SA comment tema ae gel ea ser et 2 ee men in etapa . 


TTT 
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Ashland Announcing Ashland Sport Shoes 
Shating For Bowling, Basket Ball, Boxing, Gymnasium, Skating 


Shoes 
a lance Each sport requires its own special shoe—and sales of sport shoes are 
or ° e n 
elamp ec increasing everywhere. Are you getting your share or are you over- 


screws. looking a mighty good profit? 


en In this advertisement we illustrate Ashland Skating Shoes. Our catalog 
lists complete lines of shoes for every sport. Each and every pair made 
in our own factory from specifications—by experts. who know the 
requirements of the sportsman. 


Put in a Complete Ashland Line at a Liberal Margin of Profit 


ASHLAND MANUFACTURING CO. 


F Manufacturers Ashland Quality Athletic Goods 
of Wholesale and Retail Salesrooms: General Offices: 
Fancy 10 and 14 So. Wabash Ave., Chicago 43rd and Hermitage Ave., Chicago 


and ™ a ” 45th St. and First Ave., New York 


* Factories: 41st St. and Ashland Ave.—43rd St. and Hermitage Ave.—Chicago, Brainard, Il. 
Figure 


Skating Ashland Ashland Racing 


Hockey 
No. 500M. Men’s Shoes and Hockey 
Seaton Model. ‘2 tasteanebih Shees 
skates. 
No. 103 No. 100. 


HUCUUCUOUOOECUEOUOEOUGEOUGEUOEUUUEOUOEOUORUCORUOSUCOUOUGEOCGEUOENCOOOOOSUOONEOEUOOOEOOEOOOOOOGEOOSEOOSNOOEROOEEOR® 


PTT 





ok. APPELBEE & NEUMAN 


% 23-25 GREENE STREET, NEW YORK 


esa Originators and Manufacturers of 


FANCY SHOE BUTTONS 


YOU SEE THEM EVERYWHERE 
Pearl, Ivory, Pearlustre, Inlays, Etc. 
New York, U.S. A. - - - - - - - Manila, Philippine Islands 

















SPUREDEROGEORGREROREORREROEE u 


Trade Marks in F oreign 


Countries 


Do you Realize the — of Protectang your : 
Foreign Trade in Cuba, exico, the South Amerian : 
Countries and also in Europe, Asia and Africa? : 
Certain Foreign Countries award exclusive trade-mark : 
rights in a trade name or mark to the first applicant, ir- 
respective of prior use by another. This allows the : 
piracy of valuable trade-marks in such countries. 
The Boot and Shoe Recorder maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle your applications for Registration of Trade-marks 
in all Foreign Countries, as well as in the United States. 
Address all Inquiries to Boot and Shoe Recorder Patent 
and Trade-mark Department, 207 South St., Boston, Mass. 





‘**T design and install 
shoe stores complete. 


Consult an expert—without obligation.” 
of 


CALVIN L. GOODWIN CO. 
WORCESTER, MASS. 
MFRS. OF SHOE STORE EQUIPMENT=——— uannans 
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LEVOR BUCK 


Made of Cabretta skins finished on 
the flesh side. Chrome tanned... 


The most attractive topping stock for 
high class shoes . ae 
In a shades, ldeal in appearance. 


CMs FAY O) Sr LO) PEA e Rive 
Manufacturers, GLOVERSVILLE.N.U. 


NEW YORK, 88-90 GOLD STREET. 
Johnson Stephens Fatton Leather Co St louis. The Glevor C omp: wny) Boston. 
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Styles For 
SPRING 


and No. 1902—White Welt, Polish, Rubber 
Sole and Heel. White or Gray Leather 


SUMMER *™** 


MARCH DELIVERIES 


Sample Pair Orders 
Not Entered 


WRITE 
FOR 
PRICE 


LIST No. 1905—White Welt Oxford, White 
No. 9610—White Sea Island, Machine No. 3814—White Panama Turned Pump or Grey Leather Trimmed, White Rubber 
Sewed. 8 in. Polish. White Enamel Sole. Sole and Heel. 


CHIPMAN, HARWOOD & COMPANY 
564 ATLANTIC AVE. i; he es, ee ee ee BOSTON, MASS. 


- 








THE ADVANTAGES OF 


L 


- COREERGRGCOGGODGROSERUOGRCGCGRQRORECOORRGRCRCEORORROUORGREGRGRGERRRRRRRRRORCEG. 


me) (Oni 


No. 1657 


MAKE YOUR SHOE DISPLAYS 
MORE EFFECTIVE 


The assortment of shoe stands shown is both unique and d . 
oat ve C our display man wonderfully in his endeavor to R- ~y- AF Geaned ap. 
pealing windows. 


ETT 


P erfection 


Circlet tes 





Price Each 
Oak 


base,” 6 With the Sharp Shoulder and Broad Wear- 
ing Surface 


They don’t scratch floors They do protect 

They don’t wear slippery They do stop uneven wear 

They don’t drop out They do prevent runover heel 

PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., Bost" 








holders are 
nection. to tilt to any angle. 
Price each. .$3.30 Price each. . $3.40 





No. 119 No. 103 
SHOE STAND DOUBLE SHOE STAND 


HUGH LYONS & COMPANY 
906 E. South St. LANSING, MICHIGAN 
35 W. 32nd St. 234S. Franklin St. 
New York Chicago 

















Jan. 27, 1917 “THE GREAT NATIONAL SHOE WEEKLY” 79 


&s s 
& WORKERS UN WORKERS UNi enor & SHOE 
WORKERS UN UN WORKERS UNION 









































Build Your Business With The 


Union Stamp 


a seme oe Seca ere ieart Steet 


Popular approval stands behind the stamp of the Boot and 
Shoe Workers’ Union. 


Popular approval, in the support of the Union Stamp by 
the Union man of this country, affiliated with the American 
Federation of Labor. 


The Union Stamp stands for harmony within the factory, 
quality workmanship and improved merchandising. 


Union Stamp footwear is the only product that meets the 
requirements in shoes for the Union man and his family. 


Is there any wonder that the demand for Union Stamp 
footwear now shows a tremendous increase with every 
passing day? 


Boot and Shoe Workers’ 


Union 


Affiliated With American Federation of Labor 
246 Summer Street : : : : : : Boston, Mass. 


John F. Tobin, Gen’! Prest. 
Chas. L. Baine, Gen’! Sec.-Treas. 


9 RE RRO Ne ERR EN Re Ee ya 
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BOSTON 
U.S.A. 


Rubbers Ruthovs Rubbers 
AMERICAN BRAND 


has always stood for first quality mer- 
chandise, made by skilled hands and 


with modern equipment. 


They have long been noted for their 
superior wearing and fitting qualities 
They are demanded by those who 
want the best. 


American Rubber Co. 
Boston, Mass. 
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Boots and Shoes 

The fact that every rubber footwear manufacturing 
concern was away behind on its orders the first of the 
year, and that jobbers’ stocks were low was good 
reason why the incompleted portions of the orders were 
renewed, rather than canceled when the new price 
lists were announced. The weather also has had its 
effect in continuing the consumer demand for rub- 
bers. Large sections of the country have been blan- 
keted under heavy falls of snow, and even as far south 
as Texas the call for rubbers has been quite impera- 
tive. Each week has given to some section a goodly 
snowfall, and present prospects are favorable for a 
late demand, which means a double demand, for 
overshoes and rubbers. 

Therefore the factories are busy. Some of them are 
running “double turn,’ though these constitute the 
exception rather than the rule, because in most cases, 
the main difficulty experienced by the manufacturers 
is that of obtaining experienced help in the making 
departments, owing, in a large measure, to the higher 
wages offered skilled workers in the munition facto- 
ries, or in establishments near or remotely related 
to this special war demand. Therefore, with the re- 
newal of last year’s remainders, and a pretty lively 
demand for the coming season’s supplies, the out- 
look is for an extremely busy time in every rubber 
footwear factory in this country, from now on until 
late Summer or early Fall. 

Tennis Lines 

And in tennis lines also, there is a greater activity 
than in any previous season. The high cost, and still 
rising prices of all kinds of leather shoes will this 
Summer, drive many to wear the lower cost canvas 
footwear, while even the most fashionable will clothe 
their feet with the higher grade lines which so many 
manufacturers are showing. 


Rubber Heels and Soles 


The number of rubber heels being turned out daily 
by the many makers would seem incredible, yet new 
factories are being started to add to this. Factories 
which turn out a hundred thousand pairs of heels 
per day are fairly numerous, and there are those which 
do now, or soon will, turn out double that number. 
The impetus given to the rubber and rubber fibre soles 
by the high cost of sole leather, is certain to make a 
permanent market for the manufactured products. 
So great is the demand for the soles made by the lead- 
ing companies, who have made a market by liberal 
advertising, that these companies find a demand 
which is difficult for them to fill, with present facilities. 


Crude Rubber 
Rumors of British embargoes and tariffs on exports 
to neutral countries, and fears of U-boat activities 
off South American coast have had a disquieting effect 
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The Rubber Realm 


+ ¢ + 


on the rubber market. The market has been unsettled 
during the past week, but more stable toward the 
end. There are rumors that some sort of a combina- 
tion will be formed between the largest American 
consumers of crude rubber to insure their require- 
ments of this important material. This may mean 
the purchase of plantations in the Far East but out- 
side British jurisdiction. These rumors have not 
been confirmed, in fact have been categorically 
denied. The United States Rubber Co., by its 
subsidiary, the General Rubber Co., owns the 
largest rubber plantation in the world, 44,000 acres, 
and this is now yielding generously, with the practical 
certainty of steady and enormous increase for every 
one of the next thirty years. 

We quote: Upriver fine, 78c.; islands fine, 70c.; 
upriver coarse, 52c.; islands coarse, 324c.; cameta, 
343c.; caucho ball, 53c. for upper, 5lc. for lower. 
Centrals and Mexicans, 50c.; red Massai, 61c.; guayule 
42 and 44c.; first latex pale crepe, 80c.; smoked sheet, 
79c. 

Scrap Rubber 

The scrap rubber market is quiet, with prices 
sagging in most lines. In scrap boots and shoes, Phil- 
adelphia dealers are offering only $9.15 to $9.25 per 
hundred weight. Boston prices are slightly higher. 
Close trimmed arctics bring about 7c. though one 
large lot is reported as being marketed at 73c. These 
are dealers’ buying rates to collectors, who must 
of course, offer considerably lower prices for small lots 
from retailers. 

Rubber Notes 


It is reported that a new concern will soon start 
manufacturing women’s and children’s light rubbers in 
a city twenty miles from Boston. 

The rubber men who have been visiting Boston 
during the early weeks of the year, have gone home. 
Some of them left good orders for the coming season. 

A lively fire in the factory of the Converse Rubber 
Shoe Factory did about $2000 damage last Sunday. 
It will not interfere with the deliveries of goods ordered. 

Shredded leather, which enters largely into the 
manufacture of rubber soles, has increased in cost 
100 per cent in the last eight months. It is now selling 
at $80.00 to $85.00 a ton. 

W. E. Barker, manager of sales, Richard C. Hall, of 
Chicago, and E. L. Phipps of Boston, all of the United 
States Rubber Co. attended the luncheon of the 
National Shoe Wholesalers in Boston, on the 12th inst. 

The Firestone Tire & Rubber Co.’s new line of rub- 
ber footwear will be handled by A. F. Cox Company 
of Portland, who will open a Boston office within a 


short time. J. H. Willett, formerly of the Allen, Foster,. 


Willett Co., Lynn, has joined the sales force of this 
company, and will cover Rhode Island and part of 
Connecticut for this line. 





SOL Eee Beer, 
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Trade Mark Reg. U. S. Pat. Off; 


Better than Leather 


Explaining Shoe Prices 
Gaining Shoe Confidence 





edlin is fit to meet all < and and edlin finds a ready place in all sorts of footwear, and no 

this blucher style by the ee cee pa Co. of exception to this rule is made in the case of the Mon 

Milwaukee, Wis., is an example of its application to foot- Shoe Company, in their hunting boot line. Here again the 
wear designed for hard i> egeting service. The _ bellows no-slip feature of Nedlin is valuable, and its waterproofness and 
tongue, outside strap-pul eneral outline of this shoe ability to withstand hard service particula Spo 8 it to gumh ese, 
indicate plainly that it is aor to stand some punishment in This hunting boot is made in 6,8, 10, | 16 eae tor 
the matter of wear. It is a silent tribute to Nedlin that this well- Racine, chrome, storm si wntespueat pat and with 
known firm should decide to use it for its line after many tests ee or leather heel. Such shoes sell at a price from 3. 00 
for service. to $9.00, according to height. 
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OU have probably been ques- 
tioned time and time by your 
customers as to the justice of the 


ever increasing price of shoes. 


Why not | on the plain, simple | 


facts before them ? 


Tell them that shoe prices have 
soared skyward because of the 
enormous demand for leather in the 
automobile business, the trades, and 
shipment abroad. 


Tell them that some leathers, once 
obtainable for moderate priced 
shoes, cannot be purchased now at 
any price. 


Tell them that all leathers have 
gone up 100 per cent in five years. 


Tell them how NedGlin came to 
relieve a desperate situation — how 
it is gradually supplanting leather as 
a better shoe sole. 


Better in the first place, because it 
wears longer than most leathers now 
used as shoe soles. 





edlin has found a place in the “Royal Blue” line of shoes 

made by Selz, Schwab & Company, Chicago, Illinois, and 

this tan Russia Goodyear Welt Bal is carried in stock to 
retail at $5.00. 
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Better because it is absolutely 
watertight. 


Better because it is as flexible as 
the human foot itself — building up 
and strengthening the foot muscles. 


Better for children’s shoes because 
of its slip-proof, noise-proof and 
scratchless tread. 


Better, finally, because Neédlin 
means shoe economy and shoe 
comfort. 


When your customers have heard 
these facts they gain new confidence. 
They are quite willing to accept 
your explanation of higher shoe 
prices. 


They are ready to accept your 
recommendation that Nedlin is the 
shoe sole they need — and at no 
higher price to them. 


The Goodyear Tire & Rubber Co. 
Akron, Ohio 


Use Nedlin Price Tags in your Nedlin 
displays. We will gladly send you full 


supply on request. They are beauti- 
of fully printed in four colors with ample 
a space for price marks. 


is White Buck Oxford is from the well-known specialty 

line of the W. L. Douglas Shoe Co., Brockton, Mass. The 

perforations on tip, vamp, quarter and foxing add much to 

the attractiveness, as also does the white Nedlin sole and rubber 
heel. This shoe retails at $7.00. 
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YOUR SPRING WINDOW DISPLAY 
CAN BE MADE MOST ATTRACTIVE 


by using Daily’s Scenic Panels, 
Show Cards and Price Tickets. 


Our Scenic Panels and Cards furnish an un- 
surpassed setting for your Spring Displays. 
Placed in your windows they not only attract 
attention in themselves, but grip passers-by 
with a magnetic appeal, focusing the eye of 
the crowd on the goods you have displayed 
and creating a proper and exquisite setting 
from them. 


Send today for snappy New Spring Circular. 
It shows illustrations of Scenic Panels and 
Cards with prices, sizes and other informa- 
tion. Get a copy of this circular and Jet us 
solve your window display problem. 


BERT L. DAILY 


24 N. JEFFERSON STREET 
DAYTON, OHIO 











“STYLE SHOES FOR POLAJY < SEVENTY (70) STYLES 
STOUT WOMEN” ‘ ) | IN STOCK 


Sizes 2 1-2 to 12 y Widths AAA to EEE | 


These are the shoes for your Stylish-stout customers. Don’t drive them 
away when you can make them permanent customers 














In In 
Stock Stock 


Style B96—Glazed Kid 74-inch Hei ee Style B81—Glazed Kid, Circular Foxed, Style B90—Glazed Kid, Circular Foxed, 
Whole Quarter Boot with Plain Fine Black c loth Top, 14 Buttons, 13-8 Plain Toe, Lace Boot, ‘New York Lest, 
Leather Half Louis Heel, Goodyear Welt, Heel, Plain Toe, Goodyear Welt. 24 to 15-8 Cuban Heel, LS a ont 
Crawford Arch Su ing Shank. 2 10, E Width; 2% to 11, EE Width. ot size Top, Goodye 74° 

to 11, E and EEE Widths. (Not carri carried in EE Width.) Width; 2 to 71 Lee Width. UNot 
in EE Width.) carried in EE Wid th.) 


SOLID LEATHER COUNTERS — SOLID LEATHER BOX TOES—SIZES ABOVE 8, 15c PER PAIR EXTRA 


W. B. COON CO., Exclusive Manufacturers ROCHESTER, N. Y. 
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Putting Shoe 
| Dane Cf ne ee 


a hundred 
thousand packages 
to be delivered 
daily, creates a 
big job for the de- 
livery department 
managers, but this 
number of pack- 
ages was actually 
de'ivered by the 
two leading State 
Street stores in the 
city of Chicago 
during the last ho!- 
iday season. How 
did they do it you 
ask? Well, how 
would you do it? 

The steeds of 
steel are the 
means whereby so 
much merchandise 
can be delivered 
speedily, safely 
and economically 
—the modern 
motor vehicle — 
you have guessed 
it right. 

A comparison of the development of the commercial motor 
car shows conclusively that the commercial car is coming faster 
today than the pleasure car of seven or eight years ago, at which 
time everyone connected with the industry thought it was break- 
ing all records. 

Some interesting figures along this line were recently published 
by the Commercial Car Journal. They show that in 1912 40,500 
commercial cars were produced. For 1917, it is estimated that 
at least 170,000 cars will be produced. 


While the average shoe store would not be called upon to 
deliver 80,000 to 100,000 packages in a whole year, there is no 
good reason why these stores should not fall into line with the 
most progressive merchants, and relieve the purchaser of the 
responsibility of being his own expressman. The expense at- 
tached to this advance step in shoe selling is nothing compared 
with the benefits possible to accrue from it. Doesn’t footwear 
carry as good a profit as flowers? Is the margin of profit greater 
on groceries than on shoes? Is the baker putting more money 
into his cash-drawer at a sale than you? All these questions can 
be answered negatively. Still, the florist, the baker, and the 
grocer find motor vehicles helpful in serving shoe merchants along 
with their other customers. On the other hand the shoe mer- 
chant expects the florist, the grocer and the baker to buy his 
merchandise and take 
it away with him. 

Reflecting for a 
moment on this situa- 
tion it reveals the 
primitive feature of 
some forms of shoe 
store service which 
are still existing. But 
an awakening is go- 
ing on. The corre- 
pondence which hass 
been coming into the 





A Studebaker Commercial Car 


Purchases in the 





The First Commercial Motor Vehicle Used in Chicago, Possibly in the World. It Was 
a Vehicle of Doubtful Capabilities but Answered Its Purpose for a While 
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Home 


“Recorder” office 
shows that shoe 
merchants 
throughout the 
country are care- 
fully considering 
the advisability 
of motorizing 
their delivery 
service. 

This is the way 
they refer to this 
matter. ‘Would 
think it would be 
good advertising, 
and a great con- 
venience to the 
customer.” ‘“‘We 
use a motorcycle 
with a side car 
attached. It is 
quickly done and 
very small _ ex- 
pense.” “Our cost 
per package wil! 
not exceed 3 cents 
to31-8cents. This 
expense covers 
wear and tear on 
the car, cost of 
operation, interest 
on the investment and salary of driver.” 

Another correspondent merely states in a general way that 
‘‘we use motor cars and find it saves us time on our deliveries.”’ 
One party seriously thinking along this line says ‘““‘We have not 
as yet installed anything of the kind, but believe something 
could be used to advantage. We are thinking seriously of putting 


in one or more rapid deliveries in the very near future.” “It is- 


only a question of a short time,’’ says another merchant, “‘until 
we shall use a light delivery car. We have come to the conclu- 
sion that it is not only modern but the only way to make de- 
liveries for a store doing any amount of business.” 


Getting back at the mail order house has been and still is, 
the aim of many merchants. Note how this merchant looks at 
the commercial car proposition. “‘We believe the auto will help 
the business in big towns and hurt the mail order houses.”’ 

It is safe to predict that in a few years hence some form of 
motor vehicle delivery will be considered an essential feature of 
every well-conducted shoe store. 

Today there are being produced in this country motor vehicles 
of every capacity and at prices so far below similar products 
made abroad, that the American manufacturer is in virtual con- 
trol of the world’s markets. From the motor cycle with the 
delivery van at- 
tached, right up 
the line, there is 
a wide choice of 
vehicles’ well 
adapted to the 
small store or 
the requirements 
of the large 
producers and 
distributors of 
leather, foot- 
wear,..and  sup- 
plies. Motor Cycle with Side Car 
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Customers Come Back 


and bring their friends 





ou } re 
Because—Every Pair of shoes you sell with Redtiinerw lining is an advertisement 
for your store—They Wear Longer and Keep Their Shape 


IMPORTANT HOUSES USING Redden 


Your Manufacturer can put this lining in any of your shoes 
at a few cents extra cost 


Farnsworth, Hoyt & Co. 


Boston 
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In Centers of Shoe Manufacture «+ ¢ ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


NEW YORK CITY 


Retail Trade Reviewed 


There has been a very satisfactory volume of business con- 
sidering the time of the year and merchants look for considerable 
activity right up to the opening of the Spring season. The stocks 
are in good shape in the stores, and there seems to be no great 
desire to clear out shelves at prices that would not show a profit. 
The stores are beginning to receive some of their earlier Spring 
lines now, including quite a quantity of white shoes particularly 
in the leather stocks which are more suitable for present selling 
than the fabric goods for which they expect such a very great 
demand later in the season. These latter, however, and low 
cut goods are also coming in to the retail stores because orders 
have been placed for them earlier than 
usual, and factories are anxious to get 
their goods out as rapidly as possible. - 


Meeting of the Wholesale Shoe League 

The fourth annual meeting and dinner 
of the Wholesale Shoe League was held at 
the Hotel Astor on January 18th. 


Freight Rates and Parcel Post 


A statement by the railroads of an in- 
crease in five cents on a hundred pounds 
on freight shipments from New England 
points was referred to a committee com- 
posed of Messrs. Merritt, Godwin and 
Thayer, for protest, who constituted the 
committee who recently brought to a suc- 
cessful termination a question of freight 
regulation with the Sound Lines during the 
past year. The matter was also taken up 
by the League of collection of parcel post 
matter with the Washington headquarters 
and with the postmaster of New York. 
It was discovered that there is no appropri- 
ation to cover this feature, and it is nota 





A LYNN-MADE WELT 


relieving the congestion on the part of the manufacturer and the 
leather market and carrying on their sales campaign as usual 
depending upon the future to buy when necessary. 


New Factors Affecting Costs 


There are two big factors, he said, that will have some effect 
on the possible cost of shoes in the future. One will be the larger 
use of substitutes such as fibre soles, substitute materials for 
upper stock and cloth, which should have a tendency to hold 
prices back. On the other hand the number of shoes sold abroad, 
will probably continue to be an important feature of the business, 
will have a tendency to hold prices back, and he anticipates that 
we will have high priced shoes for a number of years to come. 
This should mean more profitable business for the coming year 
because while it will be correct to figure profits on prices gained, 
the costs of doing business should not 
necessarily be very much larger than 
before. ; : 
Causes of Prosperity and Depression 

Following Mr. Morse, George E. Macll- 
wain of Babson’s Statistical Organization 
gave a most interesting address, taking 
for his subject ‘The Real Causes for Pros- 
perity and Depression.”” These he stated 
he felt to be four fundamental causes. 
Physical vigor is the first of these, and he 
intimated that a period of depression in- 
variably follows a period of extreme ex- 
pansion and is due to a laying down of 
reserves in personal living and a lessen- 
ing of the activities which make for snap 
and punch in the personal relations of the 
people generally. The second he held to 
be “Faith” which he illustrated very 
aptly by a story showing that the same 
personality under two conditions would 
act in exactly opposite manner, one of 
which would be effective and the other 
not. Amplifying this he placed the idea 





part of the parcel post laws, but the Post Tan calf vamp, imitation wing tip, of service at the third rather than profits. 


Office department advised that the post 
masters of various cities were instructed to 
make provision for collection of parcel 
post where it is possible to do this without 
further appropriation. This may not gain any action on the part 
of the New York Post Office department since it has not equip- 
ment for the collection of parcel post at this time, but it leaves the 
matter in such shape that something may be done in this direc- 
tion in the future. 
**A Bear Market”’ 


Daniel P. Morse, of McElwain, Morse & Rogers, speaking on 
the present condition of the shoe industry discussed the previous 
condition of the shoe business as one of what would be the equiv- 
alent of short selling in stocks; in other words selling shoes to 
their customers before buying them from the manufacturer. 
This system has been changed because of general conditions 
through the present year and the manufacturer is covered im- 
mediately upon taking orders, and the wholesale dealer in turn 
has refused any orders for goods except those that he had al- 
ready bought. This has been responsible for rapid increases in 
cost, but yet despite these advances the trade has been remark- 
ably good and profitable. He was of the opinion however, that 
the time has come to get back to the earlier method of doing 
business. To buy shoes in as small quantities as possible, thus 


brown Nubuck top, all leather heel, Not what can I get out of a thing, but 


with aluminum plate. Sold by Direct hat can I do to make the thing better, 
Shoe Co., Boston 


is the condition that will produce the great- 
est actual result, and incidently produces 
more for the individual than if the idea of profit was alone in 
his mind. The fourth he claimed to be “‘co-operation’”’ and in 
this connection he stated that the war more than anything else 
has awakened us up to the necessity for co-operative work and 
that conditions between capital and labor must become more 
co-operative and that labor must have a share in the manage- 
ment of the business. These things he feels will be brought about 
in time and an appropriation of all of them will mean a uniform 
rise without a series of ups and downs as shown by the industrial 
chart that has been kept by their organization for the past four- 
teen years. 

At Cincinnati 


Harry Fried of the Rapid Button Machine Company said 
last week that the report given him by Mr. Dubi, who was in 
charge of the Rapid exhibit at the convention headquarters of 
the National Shoe Retailers’ Association in Cincinnati was some- 
thing of a sensation and that it was necessary at times to close 
the doors of the exhibition room in order to permit the number 
who were already in the room to get an adequate idea of the 
machine before admitting others. Mr. Dubi, who was in charge, 
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The Line that 
meets the 
Farmers’ needs 





Men's Nailed or We alt 
Men’s Welt Sewed, olate, ZWEI- TAN, “FARM. 
WEAR” 


Chocolate Z WEI Outing Blucher. 
TAN, “FAR M 

WEAR” sixteen-inch 

Hi-Cut, Double Sole. 


The only complete’line of solid-service farm shoes we know of are, first 
of all, made of a special leather peculiarly adapted to farm conditions. 
This leather is called ZWEI-TAN, which means double tanned—first 
in chrome to give it strength and pliability, then in vegetable to make 
it resist the action of barnyard acids. 

Every shoe of the “FARM WEAR” line is made on a full standard last 
with an extra tread. This means that every shoe will be comfortable 
from the moment it is put on—something that must appeal to the farm 
worker. 

Although we do not attempt to give high-style characteristics to these 
shoes, they are nevertheless the kind that a man can wear to town 
without embarrassment, and without the necessity of changing into 
better looking ones. This in itself makes a strong “talking point” to 
your customers. 

Our interest is not ended when you have bought our shoes. We have a 
sales plan that helps you bring the farmer trade to your store. Write 
us and we will send complete details. 








He 


MILWAUKEE SHOES MILWAUKEE SHOES 


MILWAUKEE, WISCONSIN 








faune\ Nunn and Bush Shoe Company 








Jan. 27, 1917 


is one of the inventors of the machine and consequently was in a 
position to give very clear ideas of its features and effectiveness. 


Export Business 


One of the features of the export condition at the present 
time is pretty clearly brought out by a member of the house of 
L. Fried & Son of this city that they made a sale last week of 
33,000 pairs of shoes chiefly in women’s lines that were not 
marketable in this country. The shoes were sold for export 
at a price said to be thirty per cent over a figure that could have 
been obtained for them in the shoe trade of the United States. 


A Much-Looked for Annual Event 


The people of the wholesale trade and of the retail trade in 
Brooklyn and in fact New York shoedom generally are pretty 
much interested in the announcement that has been made by 
the Philip Bender Association that the annual beefsteak party 
and entertainment of that association will be held on Wednesday, 
January 3lst. The place selected for this annual event is the 
Plaza, Fulton Street and Flatbush Avenue and the committee 
has given its assurance that the program arranged for this event 
will be the best that has ever been held and it is their anticipa- 
tion that they will exceed all of the past victories. The enter- 
tainment will be more elaborate than any thus far provided and 
a number of surprises have been arranged by the committee. 


PHILADELPHIA 


Convention and the Shoe Trade 


As a result of the various deliberations in the month’s con- 
ventions and trade meetings a pretty clear idea of what may be 
expected so far as shoes and shoe merchandising is concerned for 
1917 can be gathered. The retail people are of the opinion that 
the Spring season will open quite early and that the sale of boots 
particularly in the lighter weights and accenting the style feature 
will show a considerable degree of activity in the early days of 
March or even before that time. 

A steady and strong market, which means high prices to 
replace merchandise that would have to be replaced, continues 
to exercise a restraining influence upon reduction of stocks, and 
there are very few clearance sales in evidence. In fact the 
merchants state that they are able to sell their goods at regular 
prices and in sufficient volume to make a satisfactory showing 
from week to week. 

All Kinds of Laces 


The active demand for laces according to Mr. Lagomarsino of 
the findings and supply house of P. P. Lagomarsino & Co. seems 
to run through all the shades of the rainbow despite high prices. 
The business in colored and white gaiters still continues very 
active. The sale of wood bals has not been so strong in the 
eastern market as last year, but the demand is very heavy 
through the West. Whether this is due to the very great advance 
in the cost of these, jumping from $8.50 to $17.00, is a question. 


A Possible Shortage in Men’s Shoes 


Although for obvious reasons the gentleman would not care 
to be quoted by name, the head of one of the houses specializing 
in men’s shoes in this city said the other day that business in 
men’s shoes at,the present time demonstrates that prices quoted 
are so high that the trade, and that of course means their own 
house, has practically stopped buying. This he thinks will result 
in a big shortage in men’s shoes about May Ist. Then he will 
want to buy at once, and as all of the trade will be in the same 
position such a demand can not help but result in a heavy short- 
age. This he feels is more particularly true of men’s than of 
women’s lines, because owing to the necessity of closer con- 
formation to style tendencies the dealers in women’s shoes have 
been compelled to buy closer to the market. 
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More Children’s Sales 


Mr. Durell of Wm. H. Durell & Son, makers of misses’ and 
children’s shoes, states that for the coming season his house is 
featuring a so-called English recede toe last in its misses’ and 
growing girls’ shoes in all patterns. Patent leather and gun 
metal vamps with dull tops and mostly in the regular styles are 
the big sellers in their advanced orders. 

Up to now the house has not devoted any attention to the 
matter of sample lines for the coming Fall season and in view of 
market conditions he stated, they would hold off from this fea- 
ture as long as they could. 


Shoe Dressing Sales 


Elaborate preparations to handle an anticipated very heavy 
demand for white dressing are being made by James S. Mason 
Co. of this city. A great many shipments have been made, 
particularly to the South, but shipping is naturally restricted 
in other directions because of the danger of frost. In order to 
popularize the Mason dressings with the public, the poster 
campaign that was followed last year will be considerably 
amplified through the coming season. The new white poster is 
attractive and again it gives the suggestion of the Atlantic 
City boardwalk. It is well worked up in colors and is of a 24 
sheet size. ; 

In addition to the white dressing, the black self-polishing 
dressing is being pushed very strongly by the house at the 
present time and a great many orders are coming in for it. 


Off the Road 


All of the salesmen of Ziegler Bros. have completed their 
early Spring trips and the majority of them are back at their 
headquarters. Several of the men have stated that the prin- 
cipal feature of the season’s business is a heavier demand for 
finer shoes, that is the trade has not alone paid a higher price, 
which market conditions require, but has bought a larger propor- 
tion of better merchandise. Advance orders for the Spring 
season, show considerable increases over the corresponding 
period of last year. The sales were very strong on colonial 
patterns and both mat and glazed kid were well represented in 
the orders. Gray and brown seem to be the leading colors, and 
there are many suedes in evidence. The men think that fabric 
tops will be very strong in the Fall season. 


Factory Notes 

The Penn Shoe Company of Reading, Pa., have discontinued 
the manufacture of shoes and have closed up their plant. The 
findings, etc. have been sold to the Curtis & Jones Company of 
Reading and the machines returned to the United. The plant 
will be utilized for the extension of the hardware manufacturing 
business in which the members of this concern have been 
interested. 

George T. Laing of Laing, Harrar & Chamberlin stated that 
manufacturers of overgaiters are forecasting higher prices for 
these goods on account of the higher cost of felts and cloth. Of 
course there have been made advances in these goods up till 
now, but evidently the end is not yet. As most of the houses 
are covered on overgaiters this prospective advance will not apply 
to any considerable extent until next season. 

Mr. Coverney, who has been connected with the factory of 
Chas. Gibbon, has severed his connection with that concern and 
joined the forces of the plant of Dunn & McCarthy. 

Mr. Tetzloff, who has also been connected with the Gibbon 
plant, has resigned. ° 


ST. LOUIS 


Retail selling of footwear has been in a somewhat quiescent 
state during the week, the between seasons conditions, the in- 
ventory period and other factors having had their natural effect 
upon the trade. Nevertheless the volume of business has been 
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kK. C. SKUFFERS 
Progressive Shoes for the Entire Family 


This Great Modern Factory Produces the Original and Only 
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‘Sell Foot Efficiency 


As Well As Shoes 


AND YOU’LL SOON BE SELLING 


More Shoes 


Competition in shoes is keen. It’s hard for 
you to tell a prospective customer convinc- 
ingly why he should buy the shoes you handle 
rather than the shoes your competitor handles. 

Why not, instead, tell him that your shoes 
are good and that your competitor’s shoes are 
also good, but that you can give him a 


Foot Comfort Service 


that your competitor is not prepared to offer? 
Why not link your store up with the 


Big National Advertising 
Campaign 

we are engineering this year, and attract all 
the trade of the people whom we are educating 
to expect SERVICE, as well as shoes, in their 
shoe store. 

Let them know, by local advertising and 
window displays (with free helps from us) that 
you handle and can fit 


Dr. Scholl’s 
Foot Comfort Appliances 


and you will soon be selling a lot more shoes, 


as well as making 100 per cent profit on your 
sales of our goods. 

Don’t compete merely with shoes against 
shoes, but, instead, offer shoes, plus Service, 
against your competitor’s offer of shoes alone. 
Ask us how to do this. 


Scholl Mfg. Co. 


Largest Manufacturers of Foot Appliances in the World 


213 West Schiller St. CHICAGO 


BRANCHES IN 
NEW YORK TORONTO LONDON 





HEAD 
100% 
EFFICIENT 





BODY 
100% 
EFFICIENT 


LIMBS 
100% 
EFFICIENCY 


AVERAGE 


100% 
THUS FAR 





FEET ONLY 


10% 
EFFICIENT 


Average of Efficiency Reduced 
From 100% to 774% Because 
of Foot Troubles 


Jan. 27, 1917 
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well above anything ever recorded before at this period of the 
year and with the leather and finished product situation as it is 
dealers are not planning anything sensational in the way of 
clearance sales.. Some special offers are being made, but they 
are on merchandise in which the lines have been completely 
broken with little or no hope of replacement, or are discontinued 
numbers for which no fill-in orders will be placed. No particular 
change is noted in the character of the buying or the style trend. 
It is too late in the season for any really new development in 
Winter footwear and too early, of course, to determine the trend 
of Spring demand, despite the offering of Palm Beach footwear. 


Great Factory Activity 


The factories of all the St. Louis houses are running to full 
capacity despite the heavy output and shipments for December. 
The additional orders which have been placed have continued to 
keep the pressure on the manufacturing end of the business at a 
high level. In consequence there is no expectancy of any real 
between-seasons dullness in the factory departments. More- 
over, the plants are being kept busy, in addition to the order 
filling operations, on numbers which have been indicated as good 
sellers for Spring and Summer in order to assure sufficient stock 
for the floors of the warehouses when the fill-in business begins 
to roll in which will not be so very long now as the Spring season 
in the extreme southern portion of the St. Louis territory begins 
very early and while the Winter winds are still blowing over the 
factories from which the Spring footwear is shipped. 


To Review Awards of Contracts 


By reason of the protests of the Brown Shoe Company and 
the International Shoe Company filed with Missouri senators 
and representatives at Washington ay investigation has been 
ordered by Secretary of War Baker of the recent awards of army 
shoe orders by the Philadelphia quartermaster involving nearly 
a million dollars’ worth of military type footwear on which the 
St. Louis concerns have made a reputation. According to the 
allegations the St. Louis bids were about $21,000 less than the 
bids of the concerns to which the contracts were given and 
Brigadier General Sharpe has been placed in charge of the in- 
quiry which is to be made. 


Thieves at Work 

The St. Louis warehouse and offices of the N. R. Allen’s Sons 
Leather Company have suffered in five weeks from robberies 
aggregating about $3,200, the third robbery in that period 
having rewarded the thieves with $1,200 of goods. The continued 
depredations on this firm and others have convinced the police 
that a special gang is operating on the St. Louis leather concerns 
with a fence in collusion for the disposition of the stolen prop- 
erty. The railroads have also suffered in the local yards from 
similar leather thefts and special detectives have been placed on 
the case in an effort to break up the gang. 


Gideon Society Active 


During the past week the traveling men working out of St. 
Louis and embraced in the Gideons, an organization for re- 
ligious work, have been conducting a series of services to arouse 
still further interest in the Gideon work and to increase mem- 
bership. Services were held in fifty churches Sunday, January 
21, by fifty traveling men, while a rally was held beginning Mon- 
day, January 22, at the Y. W. C. A. building in the down-town 
district. St. Louis possesses the largest camp of Gideons and the 
national scope of the work is shown in the distribution of 310,667 
bibles in hotels up to December 1, last. The recent movement 
also had as one of its objects the provision of 1,000 more bibles 
for Missouri hotels in which 9,179 have been distributed, 2,678 
in St. Louis. The St. Louis camp officers are Charles A. Bull, 
president; Wilson Rogers, vice-president; J. G. Myers, treasurer; 
H. A. Pope, secretary; Joseph W. Tremayne, musical director. 
George Warren Brown, of the Brown Shoe Co., presided at the 
closing union services. 
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Leather House Incorporates 


Formal incorporation of the Stix-Erhart Leather Company 
was effected during the past week with William P. Erhart, 
Charles H. Stix and Charles M. Rice, as the three stockholders 
holding the entire capital stock, the first two named being the 
chief owners. The company has already had measurable success 
in the representation of the lines which it has acquired for the 
St. Louis territory. 

New Shoe Concern 

The Ettelbrick Shoe Company is a new concern which has 
been formed in St. Louis for the manufacture of footwear and to 
deal in shoes and shoe parts. The stockholders are Nicholas 
Ettelbrick, John A. Johansen, Edward Byrnes, J. M. Hender- 
son and J. V. Manning. 


CHICAGO 


Mr. Bamburger, manager of Mandel Bros. Shoe Depart- 
ment, back from the Cincinnati convention, sizes up the situa- 
tion as follows: 

“The consensus of opinion is that shoes have reached the point 
where the raising of prices will be prohibited.” This seems to 
be the general opinion of the shoe merchants of Chicago. ‘This 
mad craze must end very shortly,” is the sentiment of one re- 
tailer, “Why, women will make any sacrifice for a pair of high 
priced shoes but many women are trying to improve this con- 
dition and the most successful way of doing it is by wearing 
low shoes and overgaiters or by wearing the fabric shoes which 
are being shown in the smartest models and at a somewhat 
lower price than the all leather shoe.” . 

The fancy styles will still predominate, however, and they 
will be worn extensively. They are being shown principally 
in white and light shades such as gray and fawn for street wear 
with here and there a sprinkling of black. 


Mrs. Corson Interviewed 


Mrs. Zella S. Corson, one of Chicago’s foremost business 
women has recently closed her west side store and intends to 
devote her whole attention to the exclusive shop in the Republic 
Building, of which she is the owner and manager. For some time 
Mrs. Corson has concentrated on “Sane shoes for business 
women,” and she has now decided to make a specialty of this 
line. 

‘My shoes are made along staple lines,’”’ she said, when inter- 
viewed, ‘‘but they are in no sense of the word ‘comfort shoes’ 
as this term is usually interpreted. I select my styles from the 
best samples which are shown by the shoe factories and then 
have them made up over the same last but with a cuban heel 
which varies from one to one and seven-eighths of an inch in 
height and with any other alteration which may be necessary. 
I laid in a stock of French heels lately but found no sale for them 
among my customers.” 

Mrs. Corson believes firmly in organization on the part of 
women. She realizes that this is the daly of organization work 
and that co-operative bodies can do much more than individuals 
working alone. Due to this conviction she is a member of the 
Republic Women’s Club, and also a member of the Board of 
Directors of the Women’s Association of Commerce of Chicago. 


Shoes‘at the Golf Shop 


The Golf Shop, lately opened in the Stevens Building, Chicago, 
to handle ladies’ sport apparel, is finished in mahogany with 
the hangings and other furnishings in harmony. One noticeable 
feature is the way in which the shoes are exhibited in g'ass cases 
about the room which enables one to walk around and select the 
style of shoe desired thus saving a great deal of time and annoy- 
ance in fitting shoes which are not the style preferred. 

Another clever idea is an exact representation of a club house 
veranda the room inside of which has been arranged as a well 
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appointed writing room containing a telephone, a shoe shining 
parlor, etc., all of which is presided over by a white capped maid. 

The shoes which seem to be selling best in this realm of sports 
are white buck and kid boots, tan and black walking and golf 
shoes, very smart street shoes and various styles of low shoes 
for sport wear as well as tennis and skating shoes of high grades. 


Capital Stock Increased 


The Novelty Shoe Co., of Chicago increased its capital stock 
to $50,000 all paid in. The officers are Edward Weisberg, presi- 
dent; Dave W. Saifer, secretary and Archie A Weisberg, treas- 
urer. 

Marathon Progress Demonstrated 


The capital stock of the Marathon Shoe Co., of Wausau, 
Wis., was increased from $75,000 to $125,000 at the annual 
meeting January 17th. The officers elected are: President, Chas. 
Dodge vice-president, W. E. Dodge; secretary and general 
manager, S. J. Pently; treasurer, C. G. Krueger. 

The increased capital will be used to increase the capacity 
of the plant in the near future. The present weekly output of 
four thousand pairs will be increased gradually to six thousand 
and an addition to the manufacturing plant is in contemplation. 

The plant built a year ago is a real ‘Sunlight factory, equipped 
with electrically driven machinery, and it is stated that the com- 
pany has been congratulated by the Industrial Commission of 
Wisconsin on the attitude of the management towards its 


~ CINCINNATI 


Local manufacturers are working their factories to capacity 
in making up advance orders for Spring delivery, that will be 
shipped on and after March Ist. All of them report that their 
output is sold up well into the Spring season; and several of the 
large ones say that no business can be accepted for delivery prior 
to June Ist. Cancellations are said to be fewer this season than 
heretofore, which indicates that the shoe merchants have not 
overbought in their estimates of what they will need for the 
Spring and Summer seasons. One large concern recently sent 
the following statement to their mailing list of 10,000 shoe mer- 
chants, which in itself, indicates that the manufacturers do not 
believe the supply market of footwear materials will remain 
stationery, and certainly will not go lower; therefore, good 
business judgment on the part of shoe dealers would warrant 
them in accepting shipment of all goods ordered and likewise 
sell them at present replacement values, which are higher than 
market values at the time orders were placed. . 


**A Profit Now Beats a Future Prospect”’ 


The notice referred to was as follows: ‘‘We believe that 
you are interested in knowing present market conditions. 
Therefore, we wish to advise that since November 15th 
there has been an advance of from $1 to $2 per pair on black 
shoes, and from $2 to $3 per pair on white kid and colors, 
and we believe prices will be very much higher next Fall.’’ 

‘In view of this condition, why should you not sell those 
shoes now on your shelf—and those still to be delivered— 
at replacement values? A PROFIT NOW BEATS A FU- 
TURE PROSPECT.”’ 


G. S. Renick Goes to Louisville 


Crutcher & Starks of Louisville, Ky. have announced that 
George S. Renick, manager of the shoe department of the Mc- 
Alpin Co., of Cincinnati, O., had been secured to take charge 
of the women’s shoe department, succeeding O. H. Kirkpatrick, 
who recently resigned to take over the management of the 
women’s shoe department at the Stewart Dry Goods Co. Mr. 
Renick came to the store on Monday, January 22. Previous 
to going with the Cincinnati house he was with the Basset store 
at Lexington, Ky., but has been with McAlpin for several years. 
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ROCHESTER 


George Neel Il 


George Neel of E. P. Reed & Co., is seriously ill and has been 
removed to the hospital. The physicians have been unable to 
determine the trouble and a consultation was held Monday to 
consider the advisability of an operation. 


H. M. Hyman’s Territory 


Harry M. Hyman will go out this season with a full line of 
Tiny Tot soft soles for Hyman Brothers. He will cover Michigan, 
New York, Pennsylvania, Ohio, Indiana and West Virginia, for- 
merly covered by the late Sam A. Hyman. Harry Hyman is a 
cousin of the surviving partner, Morris Hyman. 


Designing for Fall 


The sales organizations of the various Rochester houses are in 
daily session with the factory heads and the designing of the 
Fall lines is progressing at a very satisfactory rate. Many trials 
are coming through and there seems to be a well defined trend 
toward cloth and fancy patterns. Many samples of leather and 
cloth combinations of the same shade have proven very attract- 
ive. All cloth boots for Fall in many shades will appear in prac- 
tically all’ lines. The style authorities at the various factories 
state that not only will there be a distinct saving by use of cloth 
freely for uppers, but the style tendency is toward cloth. Many 
very attractive and practical fabrics have been offered to the 
manufacturers for consideration and the question of price has 
influenced the general adoption of cloth. 


Wide Showing of Fabrics 


The wonderful variety of textures and shades offered in fab- 
rics will enable the manufacturers to show a big variety of styles, 
greater than last Spring. Embossed cloth closely imitating 
embossed leather is in some of the lines. The plain colors seem 
to be unusually strong and a great variety of patterns are being 
designed. Every line shows that shoes will be designed to give 
the women the same opportunity to select shoes as she would a 
hat. Variety is the keynote of the shoes to be shown for Fall 


delivery. 


Reflections on Style 


It is higher, or lower, with Lynn manufacturers, and the buyer 
takes his choice. Singularly, both groups of manufacturers stick 
to the element of style, considering it the main drive of the mod- 
ern shoe business. The makers of fine shoes will produce more 
new and refined styles. 


Boots Make the Style 


“T haven’t seen any ostrich plumesaround lately,” said a de- 
signer of shoes. ““That’s a sign of good times for the shoemaker. 
Women used to pay $10 or more for good plumes for their heads. 
Now they pay $10 a pair for pretty shoes for their feet. 

“Now I never saw any sense in ostrich plumes, except on a 
dusky beauty of Africa or a fairy of the stage. But a pair of 
millinery boots always looks good to me. The wailing about 
the extravagance of millinery boots does not come from the 
millions of women who wear them, but from people who have 


resigned from the mind-your-own-business club.” 


The New Beautiful White Boot 
A gem of Lynn, for Easter, is the new beautiful white 
boot. It is of white buck leather, with a white Louis heel 
to match, and a white sole. It is white from its top lift 
to its top facing nine inches above. It has white lacings 
and white facings. It is as white, as shapely and as grace- 
ful as a swan, and if it does not sell right through the 
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Summer, as well as at Easter time, then Lynn manufac- 
turers have made one of the poorest guesses of their 
careers. 

A Double Drive on Styles 


Welch Shoe Co. is planning to make a double drive on styles 
and it will double its output to do so, taking the factory in the 
rear of its present shop on Willow Street in Lynn. 

It will make 5000 pairs of shoes daily, welts and McKays. 

The Welch Co was one of the first firms of Lynn to break 
away from bread and butter shoes, and to develop the millinery 
styles that are so welcome among women these days. 


Fibre Board Costs 


Fibre board has jumped from $40 to $80 a ton for the low grade 
boards that are used for heels, and from $100 to $300 a ton for 
the high grades that are used for counters. As a consequence 
the price of heels and counters have doubled or tripled. 


Fine Cow Hide Leathers 


Cow hide leather has been so refined by North Shoe tanners 
that boots made of it are offered as calf leather boots at $7 a pair. 


BillySundayGoesto Lynn for“Soles” 


Mayor Newhall of Lynn, E. W. Burt; shoe manufacturer, 

and the Reverend ‘‘Billy” Sunday, at Mr. Burt’s ‘‘Grip- 

pertown” factory. Mr. Sunday is a long time wearer of 
Mr. Burt’s product 


Even splits have been so refined that the best of them are selling 
at 30 cents a foot, and the use of them enables some shoe mer- 
chants to sell shoes that look like calf shoes, at $3.50 a pair. 


Distributes $50,000 


L. B. Southwick Co., Peabody tanners of sheep leather, dis- 
tributed $50,000 among employees on last Saturday pay day. 
Each man received his bonus in his pay envelope, in addition to 
his regular weekly wage. The sums ranged from $50 to $500 
each. Every employee got something. 


New Things in Lasts 


“High heel shoes are beautiful, and healthful, too. I repeat 
they are healthful,” said a Lynn designer. ‘They are more 
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healthful than low heel shoes. I repeat, with emphasis— 
HIGH HEEL SHOES ARE MORE HEALTHFUL THAN 
ARE LOW HEEL SHOES.” 

“T have no patience with the people who always are telling 
of the sins of high heels, and are drawing diagrams to prove that 
the wearing of high heels causes everything from chilblains to 
lunacy. 

‘Just take a look around the world and see for yourself that 
the people of high civilization, the Parisians, the most artistic 
dressers in the world, and the New Yorkers, the most lavish 
dressers in the world, all favor high heel shoes, while the Chinese, 
the Africans and the Hottentots wear heelless shoes and are 
flat footed and asleep. 

“High heel and civilization, and the refinement of life go 
together, and you'll see more high-heel shoes worn in 1917 than 
ever before. There are more beautiful designs in high heel shoes 
coming from Lynn shops than ever, and I am mighty glad to 
say it.” 

Supplementing the hot words of the Lynner who swears by 
high heels, it may be said that foreparts continue long and 
shapely, and arches high, and that pump lasts have been refined. 
so that pumps will fit better than ever. The problem last at 
the present moment is the dressy sport last, with a long, shapely 
forepart, a high arch, and a 12-8 heel. Somebody is going to get 
this combination right some day, and then they will have a 
winner. 

New Things in Patterns 


Boots are being further refined for 1917. Some talk there is 
of boots even higher. Report comes from Chicago that skirts 
are to be three inches shorter, and if they are then Lynn makers 
of. women’s shoes must make up the difference. To do it right 
will be a test of skill in pattern making. It can be done, and 
done well, just as much as the 9-inch boot has been made to 
fit better than the 6-inch boot. 

Boots being established in fashion, pattern makers are going 
over them, refining their small points. They are being pulled 
in, to make them fit even more smoothly around the ankle, and 
stronger stayed. 

New samples of oxfords and pumps, particularly plain pumps, 
are coming from Lynn shops. A leading maker of fine shoes 
approves of strap pumps. 


HAVERHILL 


Shoe Orders from Cuba 


A large portion of the foreign sales made by Haverhill shoe 
manufacturing concerns is going to wholesale and retail mer- 
chants in Cuba. The light weight turn footwear for women 
which is produced in many Haverhill factories is especially 
suitable to the needs of the Cuban trade. Haverhill concerns 
making women’s footwear have on their books as regular cus- 
tomers many of the leading merchants in Havana and other 
cities in Cuba. This is an all-the-year-round business and is 
placed by visiting buyers as well as through mail orders. 


Exclusive Styles Required 


A member of one of Haverhill’s leading concerns making 
women’s turn footwear said to a representative of the ‘‘Recorder”’ 
with regard to the Cuban business: ‘‘Here is an order amount- 
ing to $20,000 which we received today from one of our Cuban 
customers. It represents a variety of the goods which we pro- 
duce along the moderate-priced lines. The Cuban trade want 
fancy styles and exclusive novelties in women’s goods. Con- 
cerns having several customers on the Island have to be careful 
not to duplicate its styles. Each customer must have his own 
patterns and combinations. Otherwise, business complications 
are created.” 








be ordering your shoes you can't be 


too particular about the soles. 


More depends on them than on any other part. 
Your customers won’t forgive you if you sell 
them a shoe that wears out on the bottom too 
readily. 


On the other hand, a sole that gives double 


the wear of any leather sole they’ ve ever worn---will increase 
their trust in you and your store. 


It’s not too late to specify RINEX Soles on such of your 
spring and summer styles as remain to be ordered---and by 
insisting on RINEX to your manufacturer you'll enlist for 
yourself and your customers the backing of the largest rubber 
manufacturer in the world. 
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Manufacturer 


m the “World 
E’RE behind RINEX Soles in 


the same way that we’re behind 
every United States Rubber Co. product. The 
public know both our promise and performance. 





There is still time, if you write your manufacturer now to get 
RINEXED Shoes in your spring and summer lines. 


We have today facilities for The Largest Sole Production in the 
World and can guarantee prompt deliveries---on short notice. 


United States Rubber Company 


SOLE AND HEEL DEPARTMENT 


1790 Broadway - - - - New York City 
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Women’s Welt Boot, White Delhi Women’s Welt Boot, Glazed fid The New Hazel Brown Kid, Wuole 

Calf, Touraine Last, Whole Fox, Quarter and Vamp, Madison Last, Fox, 8-inch Lace Boot, Ritz Last, 

Lace, 8-inch Height, Imitation Wing 8-inch Lace, Black Satin Top Facing, Plain Toe, Fudge Edge Welt, 2-inch 

Tip, Perforated Vamp and Lace Stay, Fudge Edge Welt, Plain Toe, 17-8 Leather Louis Heel. AA, 4 to 7; 
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Why Not You, As Well? 


@ There’s good money in styles like these, because 
they can be had quickly and as frequently as 
sizes are needed. No brakes in sales waiting for 
the shoes. 


MUTUAL PLL 6 


@ Hundreds of merchants are finding them ex- 
ceedingly profitable and are well pleased with 
their investment--are enjoying stimulated busi- 
ness, because the shoes are right in points which 
go to make pleased customers. 


$4.00 


Women's Flexible McKay Boot,7%. © They have the benefit --- why not you, as well? 
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id, Belmont Last, Circular Fox, P ° ° 
Plain Toe, Leather Half Louis Heel. Our salesmen will soon be ready, with the new line. Why not 


A, 3% to 7; B, C and D, 2 to 7. give the one calling in your State a chance to show you the 
new styles? Just drop a card in the box today. 


UTZ & DUNN CO., Rochester, N. Y. 
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319 Story Building, Les Angeles, Cal. 200 Sth Ave., Sth Ave. Bldg., Room 405 218 Char!es Building, Denver, Colo. 
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Cubans Buy Good Shoes 


Cuban merchants are loyal to their manufacturers. Once 
a Cuban customer becomes convinced that the manufacturer 
is supplying him with good values and up-to-date styles, he 
will stick to this line. Offers on the part of competing manu- 
facturers to cut prices ten or fifteen cents a pair have little or 
no effect. We feel that our customers in Cuba will stand by us 
so long as we use them right. They repeat their orders from 
season to season without much effort upon our part beyond 
showing them these styles which are suited to their needs. 
The goods which are called for in the $20,000 order we received 
today represent good materials and workmanship. The average 
price in this large order is $3.75 per pair. The Cubans realize 
the conditions which prevail in the production of shoes and in 
order to keep up their style and workmanship are paying higher 
prices for their goods than ever before. 


Prosperity for Haverhill 


That the sale of Haverhill-made footwear will make new 
records in 1917 is the opinion of the trade in this city. Presi- 
dent Wentworth of the Haverhill Chamber of Commerce, re- 
viewing the great business in the production of footwear in 
this city during the past year, predicts another prosperous 
period for 1917. Condition in Haverhill’s shoe and kindred 
industries are most encouraging. Practically all factories are 
having full outputs and many departments are being operated 
overtime. Freight shipments show an increase of thirty-five 
to fifty per cent over the corresponding previous period. Orders 
at the factories are sufficient to assure a full output for many 
weeks to come. Factory employment is at its highest notch. 
In fact the demand for skilled help continues to be greater than 
the supply. A notable feature of the past year in the Haverhill 
shoe manufacturing district is the number of concerns which 
have increased floor space as a means for supplying the demands 
for their goods. 

Adding to Factory Space 


McCormick & Perry and John H. Cross, Inc., are each occupy- 
ing about 15,000 square feet of floor space, all of which was 
new during the past year. Bancroft & Walker Company, 
Vogue Shoe Company and others have engaged in business in 
Haverhill during the past year. Many concerns have increased 
their floor space during the last few months, among them being: 
Geo. B. Leavitt & Co., L. B. Dudley & Co., Bradley Shoe Com- 
pany, Nason & Phillips, S. S. Shoe Company, Murray Shoe 
Company, and others. ° 


Growth in Wood Heels 


The wood-heel business in Haverhill has shown a remarkable 
increase during the past year. Haverhill manufacturers of these 
goods have either obtained more room or are in need of addi- 
tional factory space. Merrimack Wood Heel Company, Slipper 
City Wood Heel Company, Star Wood Heel Company, and 
others, have, during the past twelve months increased their 
output by full fifty per cent. There is a demand for additional 
factory floor space of all kinds. The directors of the Chamber 
of Commerce are planning to co-operate during the present 
year with real estate owners, providing for this need both for 
concerns now doing business here and for others out of town 
who will come to Haverhill if factory space can be provided. 


Shoe Manufacturer’s Daughter Married 


Miss Grace Barker Guptill was married January 20th to 
Howard C. Read. The wedding took place at the bride’s home 
on Andover Road, Georgetown, Mass. She is the only daughter 
of Mr. and Mrs. Hervey E. Guptill of this city. Mr. Guptill 
is one of Haverhill’s best-known shoe manufacturers, having 
been for many years identified with the production of women’s 
footwear. 
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BROCKTON 


President Wilson’s Inauguration Shoes 


The shoes which President Wilson will wear on the occasion 
of his second inauguration, March 4, were made in Brockton 
by Stacy-Adams Company. O. B. Quinby, head of this con- 
cern tells the story of their making, thus: ‘‘One of our customers, 
Eugene Kepler of Peoria, Illinois, wrote us a few weeks ago 
that as a means of expressing his high regard for President 
Wilson, he would like to present the nation’s chief executive 
with a pair of shoes to be worn at his forthcoming inauguration. 
Mr. Kepler inquired as to the best way to go about this. After 
some correspondence with our customer, we wrote to the Presi- 
dent’s private secretary, Mr. Tumulty, explaining the matter 
and requesting the necessary information regarding the Presi- 
dent’s footwear. 


Best Stock and Workmanship 


“‘We received a courteous letter from Secretary Tumulty 
saying that the President would no doubt appreciate the cour- 
tesy offered, and giving size, width and general description of 

















the shoes which would meet with the President’s approval. 
The shoes are on the blucher pattern, made of fine calf, the 
vamp and top being of the same stock, with the best of sole 
leather and workmanship throughout. The President’s size is 
8% C. The last is a new modified English shape, one which is 
stylish and at the same time conservative. The name Woodrow 
Wilson is embossed in gold letters on the top facing of each 
shoe. The lacings are of a new pattern made by the O. A. 
Miller Treeing Machine Co. of this city, and the trees by the 
same concern. The news spread rapidly through the factory 
that we were making a pair of shoes for the President, with 
the result that reporters got busy and we were fairly overrun 
with requests for information, photographs, etc. The shoes 
were shipped to Mr. Kepler last week and will, no doubt, be 
sent by him direct to Washington.” 


Producing Fall Samples 


At all Brockton factories the work of preparing samples for 
the coming season is well under way. In fact, in a majority 
of plants many of the new styles are practically completed. 
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THE “MAXINE” LINE 


Leads With the Latest Novelties 


The style trend of Women’s footwear is a constant study, but our designers know, because 
they are style creators. 


Merchants handling the ‘‘Maxine” line have learned to depend upon us for the newest 
creations at the right season. We carry the stock and supply our customers when and as 
they need the shoes. 


Do not speculate on Women’s novelties—buy the “‘Maxine’”’ line and get the right styles at 
the right time. 


The “Maxine” line will add prestige, win constant patronage, and produce good profits. 


Write for Catalog 


Wvows Vos Gouge ders. 
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Brockton manufacturers say, without qualification, that shoe 
merchants throughout the United States must be prepared for 
substantially higher prices next season. These advances will 
range from $1.50 to $2 a pair. For instance, shoes which whole- 
saled at $3 will be advanced to at least $4.50, and shoes which 
formerly sold at $4 will be priced at $6 or more, wholesale. 
These estimates are based on careful figuring as regards the 
cost of materials, labor, etc.,in the Fall lines as compared with 
prices of six months ago. And at that, they are conservative. 


A Merchant from Texas 


Visiting in Brockton last week was Isidore Kahn of Leon 
Kahn Shoe Company, Dallas, Texas. This concern was estab- 
lished more than thirty years ago by Leon Kahn, who is now 
at the age of seventy-two, still active, although the son is now 
the working head of the business. Isidore Kahn, during his 
stay in Brockton, visited several shoe manufacturing concerns 
from whom his house buys goods. Mr. Kahn is a real shoe 
merchant. .His policy is to mark up goods as prices are advanced 
and to obtain a legitimate gross profit on all lines which are 
handled by the house. He regards present shoe prices as pro- 
hibitive to buying, yet sees no immediate relief from the situa- 
tion. He intends, at present to stand pat on buying and to 
market the goods which he has in stock to the best possible 
advantage. Mr. Kahn says that his house has taken the “Boot 
and Shoe Recorder” ever since he can remember, covering a 
period of at least twenty-five years; adding that he reads the 
‘“*Recorder’”’ each week with pleasure and profit. 


Manufacturers Elect Officers 


At the annual meeting of the Brockton Shoe Manufacturers’ 
Association, President John S. Kent was re-elected to that 
office. Mr. Kent wished to be relieved from this duty, but his 
fellow members were insistent on his retaining the office. Mr. 
Kent was not present, being with the “Recorder’s’’ Shoe Manu- 
facturers’ Tour of the middle West. Frank S. Farnum was re- 
elected treasurer. Myron L. Keith of Geo. E. Keith Company 
was re-elected vice-president, and John T. Evans was re-elected 
secretary. The directors are: C. Chester Eaton, Charles A. 
Eaton Company; Joseph Hewett, E. E. Taylor Company; 
William A. Hogan, T. D. Barry Company; Charles E. Moore, 
Geo. E. Keith Company; William M. Nute, Howard & Foster 
Company; Charles M. Park, the Preston B. Keith Shoe Com- 
pany; Geo. H. Snow, Geo. H. Snow Company; Herbert L. 
Tinkham, W. L. Douglas Shoe Company; Charles S. Marshall, 
C. S. Marhsall Company. 


Shoe Men as Bank Directors 


Indicating the importance of the shoe manufacturing trade 
in Brockton and the prominence of men connected with that 
industry is the annual election of directors in the several bank 
institutions in this city. Among the manufacturers chosen as 
directors at the recent annual meeting were: Preston B. Keith, 
of Preston B. Keith Shoe Company; William L. Douglas, of 
W. L. Douglas Shoe Company; Fred Drew, of Brockton Last 
Company; Fred F. Field, of Fred F. Field Company; Myron 
L. Keith, of Geo. E. Keith Company; John S. Kent, of M. A. 
Packard Company; Oliver B. Quinby, of Stacy-Adams 
Company. 

Other Manufacturer-Directors 


At the annual election of officers at the Brockton National 
Bank, the following shoe men were chosen: Geo. E. Keith as 
President. These are the directors: Geo. E. Keith, of Geo. E. 
Keith Company; Charles Howard, of Howard & Foster Com- 
pany; Eldon B. Keith, of Geo. E. Keith Company; John J. 
Hurley, of Hurley Shoe Company; William A. Hogan, of T. D. 
Barry Company; Joseph Hewitt, of E. E. Taylor Com- 


pany. 
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Some Market Features 


If there is any tendency to regard the current market as 
rather dormant because of the decrease in the number of sales- 
men and shoe displays in the hotels, and the smaller number of 
visiting buyers, the explanation is in the volume of orders placed 
long ago in anticipation of higher prices. Most factories are 
running at capacity plus, cleaning up this business, executing 
the new business of the current market, executing sizing-up 
orders and maintaining stock departments in the face of heavy 
demand, and plans for the new fall lines are taking form. 


Competition in Prospect 


In connection with the new season’s production, the market- 
ing problem is getting more than usual attention, and competi- 
tion is likely to be keener than it has been the last year or two. 
It is felt that many merchants, with stocks at fairly satisfactory 
prices, are keeping out of the market so far as possible with the 
idea of cleaning up on present lines, while the reports from 





M. A. PAWLEY and SAMUEL COHEN 
In a California orange grove on their recent trip to the Coast 


‘many sections of the great increase in repair business show a 
tendency on the part of the public to keep out of the market 


also. 
New Conditions Probably Better 


The result is likely to be that everyone except the manu- 
facturer will be all out of shoes at once, and in anticipation of 
this condition the sales departments are preparing their plans. 
From then on the market will be on a different basis, not only 
on prices, but on almost every other condition, and merchants 
and the public are likely to see, with a continuance of the style 
element, more stable conditions in the shoe industry than since 
the war began—if a sudden peace does not upset conditions once 
more. 

Winter Sports Shoes 


Winter sports have their devotees, quite as much as do the 
luxuries of Palm Beach, and while some departments in Boston 
stores are featuring fine and fluffy fabrics and footwear for the 
Southland others are showing up moccasins, larrigans and storm 
king boots, Mackinaw jackets and sweaters, and skates, skis 
and snow shoes. 

The Winter sports season in New England is rising to its 
height, and from now until after Washington’s birthday, the 
hotels and the camps of the White mountains will be thronged 
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Positively 
36 pr. Cases 
Only 


A Case or a Carload! 


of snappy ON-TIME shoes, replete with style and 
value. Advance Spring and Summer White Canvas 
Footwear at prices that will eliminate competition. 


Style No. 3166B—Women’s White Poplin Style No. 3163B—Women’s White Poplin 

‘ ea Colonial Pump, Covered Cuban Heel. Mary Janes, Leather Sole and Heel, Flat 

; Price 90c. Bow Price 80c. 

Style No. 3160B—Women’s White Poplin Style No. 3162B—Women’s White Poplin a No. 3070B—Same as 3163B. White 
Hesitation Fema. Covered Cuban Heel, Nar- Colonial Pump, Leather Cuban Heel. le and Heel Price 72c. 
row Toe Last, Spaulding Guaranteed Coun- Price 85c. Style Ne. 3063B—Same as 3163B. White 
OO. cccsnceddtadehssenstoennee Price $1.00 Sizes 24 to 5, 2% to 6, 2% to 7, 3 to7, 3 to 8, Canvas Unlined Price 62c. 
Sizes 2K to 5, 2 to 6, 3 to 6,3 to7, 4to8 4to8 Sizes 2% to 6, 2% to 7, 3 to 7, 3 to &, 4 to 8 


Showing Just a Few of The Many Different Styles In-Stock 


SAMUEL COHEN 


JOBS AND} 


SEER HORO EERE OO REROKOR. HOON aotearoa aaatatars watetotatate Matar 
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{{White Shoes!—— 


n Buy Right! Buy Now!! 
Be Ready! Be First!! 


In Stock for Paw 
Immediate Shipment @~ 





Terms: Net 30 Days 
F.O. B. Boston 


THAT 
Ever Vy Dollar works for you---going almost half 


way in earning another---when invested in real shoe 
values created by ‘“‘The House That Undersells’’ 





Style No. 3161B—Women’s White Poplin2- 
Strap Pump, Covered Cuban Heel, Flat Bow 
i” 5 RRA ree rr ee Price 90c. 
Style No. 3164B—Same as 3161B. Cuban 
A RS Fee ae ee rice . 
Style No. 3165B—Same as 3161B. Low 
a" 2 rere Price 85c. 
Style No. 3060B—Same as 3161B. Low 
Leather Heel, Unlined, White Canvas. 

Price 62c. 
Style No. 3061B—Same as 3161B. Cuban 


Lae Si NE ee ee Style No. 3170B—Women’s White Sea Island 








Style No. 3004B— Women’s White Sea Island . Polish, 9-inch High-Cut Boot, Turn Sole 
Polish, @.inch High-Cut Boot, Half Louis nen 6 06, 396 Se ee Half Louis Covered Heel. Widths B, C ‘and 
ether heel, chKay cg a ee i ie ee i ea Be else POR ee Mee ie ee ice .. 
Sala Ny, toh; Wom", Wy Came Misses’ and Children’s White ‘ig tit ome hides es 
Turn, Quarter Louis Leather Heel 541 yor Shoes will be very popular Hell Louis Covered Heel. bey ay! 4 

Sizes 2% to 6, 2% to 7, 3 to 7, 3 to 8, 4 to 8 this summer "Sizes 214 to 6, 214 to 7, 3 to 6, 3% to7 


“Just a Step Ahead of Competition” 


72-82 Lincoln Street, Boston 


NDI NOVELTIES 
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The MASON Line 


of Polishes and Dressings 
makes for concentration 





A Renovator 


=z Se 
White "Shoes | POLI SHING | 


we. Nor come orr. 
ran. 
t bt aso I 4 
rT) 


RNA n nnn nnn, 
JAS. S. MASON co. 


134-140 N. Prost Se. 








——S 
TESST Siren 


PHILA: 





MASON’S WHITE MASON’S BLACK MASON’S NEUTRAL MASON’S TANSHINE 
CLEANER 


DRESSING DRESSING DRESSING 
Can be used for any ma- Self-polishing, clean and A cleaner for all cloth or A combination liquid and 
terial of which white shoes convenient. Fast dye; will kid tops of any shade. Free aste dressing for tan shoes. 
are made. Cleans as well not come off; renews the from acid and absolutely Covers cuts and creases and 
as polishes and will not rub appearance of the shoe. safe in use. gives a lasting and brilliant 
off. Large Size arge Size polish. Contains no acid. 


. L 
Large Size $1.65 Doz. $18.00 Gross $1.65 Doz. $18.00 Gross Large Size 
$1.65 Doz. $18.00 Gross Small Size Small Size $1.65 Doz. $18.00 Gross 


Small Size 85e. : y 85c. Doz. .00 G Small Si 
85c. Doz. $9.00 Gross eeheees ee oo ne 85c. —_—" $9.00 Gross 


We know that with a line of Mason’s Dressings 
you can meet every requirement of your trade 
in shoe polishes and can in consequence reduce 
the money invested in your stock and at the same 
time give perfect satisfaction to your customers. 


The absolute purity of our goods has been a mat- 
ter of business policy since the establishment of 
this house in 1832. 


JAMES 8. MASON CO. 
134-140 N. Front St. » te Philadelphia, U.S. A. 


— = a = = — = — = — = ‘ « y } —_ — — — — —_ —_— — — a 
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with people who are fond of the bracing life of out-of-doors in 
the Winter time. The Appalachian Mountain club is soon to 
make its Winter pilgrimage to Appalachia, on the north side of 
the Presidential range. 

People who go on these Winter outings find that good foot- 
wear is the most important thing, just as Napoleon found that 
good footwear is the most important thing for a soldier. 


N.E. S. 


The annual meeting of the New England Shoe and Leather 
Association will be held at the headquarters of the Association, 
166 Essex St-, Boston, Wednesday, February 7, at noon. Inas- 
much as the past year has been one of the busiest in the asso- 
ciation’s history, the annual address of President Harry I. 
Thayer will be of unusual interest. Mr. Thayer will also make 
a brief report of the proceedings of the forthcoming annual 
meetings of the Chamber of Commerce of the United States 
and of the National Foreign Trade Council, both of which he 
expects to attend as the official representative of the Association. 


and L. Association Annual Meeting 


T. F. Anderson Addresses Leather Class 


A score of bright young men, representing various branches 
of the allied trades, are attending the 1917 Shoe and Leather 
Class of the Boston Continuation School at 48 Boylston’ Street, 
under the direction of James W. Dyson, the instructor. Mr. 
Dyson says that it is one of the best all-around classes that has 
been organized since the enterprise was established by the 
Boston School Committee seven years ago. 

On January 22d Secretary Thomas F. Anderson of the New 
England Shoe and Leather Association addressed the class, 
giving its members an outline of the world-wide scope of the 
allied shoe and leather industries, and explaining some of the 
many problems that the great European war has brought to the 
American shoe manufacturer and tanner. 

He also referred to the probable changes that will take place 
_ in our foreign trade after peace is declared, and impressed on 
the young men the necessity not only of carefully studying the 
details of their business, but of bringing as much personal 
enthusiasm to their task as possible. 


White Soles 


To meet the steady increase in the demand for ivory white 
soles on fashionable shoes, George C. Vaughan has increased 
his output of his tannery at Peabody by 250 sides daily. 

When white soles were first introduced, there were skeptics 
who said that people had worn red leather soles with black 
edges for ages, and they never would accept shoes with white 
soles. But these days white soles are worn by well dressed 
people everywhere. Evidently it pays to bring out novelties 
in footwear, including novelties in bottoms of shoes. 


Rules on Returned Mirchendies 


The problem of returned merchandise usually 
hits the cash drawer of the retail shoe store a bitter 
blow right after the holidays each year. The public 
after its Christmas splurge of spending gets in a 
most economical mood and tries to turn it to every 
advantage no matter how unfair it might be. 

Shoe merchants each season gather unto them- 
selves more courage to enforce rules on the return 
of merchandise, and the abuses of the past are fast 
being remedied. It is pleasing to note the attitude 


as frankly stated by Wm. Eastwood & Son Co. of 
Rochester, in the following rules pertaining to returned 
goods. 
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We will exchange merchandise or refund the purchase price for the purchaser 
if the merchandise is returned within six days in perfect condition accompanied 
by the sales ticket. 

The return of the following merchandise will not be accepted: 

Shoes which have been worn or tried on so that they appear to have been worn, 
or which have been stretched or altered in any way—such as buttons moved or reset, 
metal fast s attached, heels changed, rubber heels or heel plates put on, etc. 

Stockings which have been tried on, or appear to have been tried on or from which 
the price tickets have been removed. 

Buckles or or ts that have been attached to slippers. 

Any merchandise which has been made to order, or specially ordered when not 
regularly carried in stock. 

Eastwood merchandise received as a gift or prize will be accepted only in 
exchange for other merchandise, not for credit or refund. 

Any Eastwood merchandise is returnable if defective when sold, or if an 
error has been made by the stores. 


Every merchant in the country could well adopt the 
same statement of policy. Not onlyshould he adopt 
it, but he should make his store live up to it. 








Imports and Exports of the United 
States 


The following table will give some idea of the magnitude and 
growth of the industry in this country. Study the amount of 
hides and skins imported and the amount of boots and shoes 
exported. Allowance will of course have to be made in the 
figures sincé the outbreak of the war, for war orders. 

Imports Into and Exports From the United States 

of Hides, Skins and Shoes 
Hides and Skins 


Fiscal Year’ (except fur skins) raw or uncured 


Ending June 30th Imports Exports 
ERROR rte? $64,764,000 $1,052,000 
NE ee 112,248,000 1,738,000 
__ rere rs 117,386,000 3,450,000 
Miceenrceetes 120,290,000 2,807,000 
Nias ie eS aati 104,177,000 4,686,000 
RRS AE II eres 158,861,000 3,875,000 

11 months ending November, 

WG i< cs0 ee saw icinre 157,993,132 3,338,475 
Fiscal Year Boots and Shoes 

Ending June 30th ‘Imports Exports 
BM hides a:3 Not separately stated $8,058,000 
| ar eee ss sf ws 12,409,000 
ee $264,000 18,196,000 
Dg op 65-050 407,000 17,867,000 
ee er 331,000 24,697,000 
IDS 6 5'0,0 035,050 170,000 47,135,000 

11 months ending November, 

Sar 180,555 39,484,897 


Exports of Boots and Shoes From the United States to 
Principal Countries, in the Fiscal Years Ending 
June 30, 1910, 1913 and 1916 


Fiscal Year Ending June 30th 


To 1910 1913 1916 
United Kingdom ........ $1,880,573 $1,333,605 $3,660,000 
ORAS RR yr No data No data 13,916,000 
A re rete 425,021 454,913 1,301,132 
NN ois.5:3.5.5 w.naieig Soin 638,355 1,227,513 Nil 
Russia in Europe* ...... No data No data 9,425,000 
GOONIES 65s oars Hedeeae No data 3,107,749 2,322,000 
Central American States. . 841,873 981,971 1,041,000 
SE ene ae ae 1,549,536 1,919,209 1,433,000 
Re reo ren oo ne 2,958,103 4,039,467 5,538,000 
Other West Indies & Bermuda 648,916 619,702 1,055,000 
SPEEA & No data 651,432 798,000 
EAR ie, No data 485,608 124,000 
Philippine Islands ....... 527,078 612,021 720,000 


*Not separately stated prior to January 1, 1916. 
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ELATHERE, 


THE SUPER-SOLE 


THE SOLE THAT SELLS THE SHOE— 
NOT THE NAME THAS SELLS THE SOLE! 


That’s the LEATHEREX proposition boiled down to a 
statement! 

For LEATHEREX SOLES will sell shoes. Their con- 
struction makes this a certainty. 

They will positively outwear leather. 

-They are absolutely water-resisting. 

They are extremely flexible. 

They are tough and durable. 

They take a beautiful edge and bottom finish—the best 
of ANY composition sole made. 

Their high quality is kept uniform at a rigid standard. 


SPECIFY THEM! 


TYER RUBBER COMPANY 


ANDOVER, MASS. 
Sole Selling Agents, The Brownridge Co., 170 Summer St., Boston, Mass. 
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ONE OF 305 


NEW 
STOCK 
BOOTS 





© S66 
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STYLE No. 725 


_ ° ALL WHITE BUCK, 8-INCH 
LACE, FLEXIBLE McKAY 
WHITE ENAMEL HEEL AND EDGE 
C AND D WIDTHS 
PRICE $3.75 
IN STOCK, FEBRUARY 15 


SEND FOR COMPLETE CATALOG OF NEW STOCK BOOTS 


A. M. CREIGHTON 


LYNN, MASS. 























BOOT AND SHOE RECORDER Jan. 27, 1917 


WHITE BUCK 


AND 


WHITE OSTEND 
CLOTH BOOTS 


We Consider These Extra 
Good Values 











Early Orders 


Have the Stock No. W369 


Stock No. 2098 Women’s White Ostend Cloth Pol- 
Women’s White Buck Polish, 1! 1-8 Advantage - vised — Heel, 9 Last, Mc- 
ay 8-inch Top. 


Heel, 18 Last, McKay 8-inch Top. 
Stock No. 2099 F of Full Stocks Stock No. 2094 
Same on High Heel Last Same on Low Heel Last 


PRICE $3.50 PRICE $2.35 


A. H. Berry Shoe eS og 


a —_ 











TURNS 


\ 


1 White Sea Island Boot 


| 16-8 Half Louis No. 32 
Covered Heel 
No. 16 Last 


Wingate Shoe Corporation 
HAVERHILL, MASS. 


Boston Office: Room 303, 183 Essex Street 
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The leather market has not yet assumed the activ- 
ity predicted for it the middle of the month. However, 
a: moderate business is doing, mainly in small lots, 
while the receipts are very largely applied to deliveries 
previously sold. Shoe manufacturers, it would seem, 
have bought with considerable liberality, and have 
large stocks of leather on hand, or ordered; sufficient 
for present and near future requirements. The for- 
eign business has quieted down a little. There are 
reports of heavy sales for export, but some of these, at 
least, are ‘‘hanging fire’. The million sides order for a 
foreign government has not yet been accepted or 
had not, up to the time of present writing, mainly, 
it is reported because a longer credit was asked than 
the tanners were ready to accept, especially as they 
can sell on ten days to American customers. Prices, 
in many lines are considered very low, in comparison 
with cost of hides and materials, and tanners report 
an impossibility of replacing present output at the 
prices at which they are today selling leather to their 
regular customers. Therefore, it is generally held by 
producers that leather prices must further advance, 
though there are also many consumers of upper and 
sole who are of the opinion that the opposite will be 
the case, they basing their predictions on the lessened 
demand because of the rapidly growing use of substi- 
tutes in shoe construction. 


Sole Leather 

Prices are very firmly held. No. 1 dry hide hemlock 
is strong at 57c. with other grades running 55, 53 and 
50c. Union sole shows a better demand, mainly in 
small lots. Prices are firm, and stocks small. The best 
light and middle weights sell at 85c., with medium and 
heavy 78 to 8lc. More interest is shown in oak sole, 
though buying is not heavy. Scoured oak backs have 
sold at 87c. and some now held at 88c. Bends are 
strong at 92 to 97c. Belting butts are somewhat more 
active, light selling at 90 to 92c. and sales of medium 
and heavy at 86 to 89c. 

The demand for offal keeps the market bare at 
same quotations as last week. Shoulders sell at 40 to 
42c. for hemlock, 65 to 66c. for union and 65 to 70c. 
for oak. Bellies are respectively 23 to 25c.; 26 to 30c. 
and 40c. 

Upper Leather 

The market continues somewhat unsettled, and 
business lags, as is usually the case when any decline 
is noted. Calfskins being quoted lower in the hide 
and skin market interferes with tanners getting a 
egitimate price for calf leathers, and trade languishes. 
The best colored tannages are nominally 75 to 85c. 
and black chrome 68 to 75c. Side upper leather is 


attracting more interest and some good sales have 
been made during the week. Some gun metal finishes 
sell at 50 to 51c., colors run from 40 to 55c., white and 
colored buck finishes continue in good demand at 60 


- and Chinese. 
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to 75c. Finished splits in fair home call, and export 
demand moderate. Flexibles selling right along at 
unchanged prices. Patent colt and kid hold to recent 
advance. Patent chrome tanned side leather selling 
moderately at 54 to 60c. Patent kid 75 to 80c. Glazed kid 
quiet as regards domestic call, but good export demand. 


Hides 

The markets continue quiet, though there seems to 
be a somewhat stronger tone. Sales have been few, 
and holders seem somewhat indifferent, as much or 
more so than the tanners. The advance in some qual- 
ities of hides shows the present trend, but these higher 
prices are asked only for the best kinds. The general 
run of the take-off today is, of course, very heavily 
haired, and therefore, pound for pound, worth less 
than last Fall killing, so that even at the same prices, 
today’s hides are very much dearer. Upper leather 
tanners appear more interested in the market, though 
actual new business is not very important. New 
England abattoir steers and cows hold strongly to last 
quotations. No. 1 Ohio buffs are stronger now being 
held at 24 to 25c., while extremes are quoted at 274 
to 284c. Southerns have sold more freely West than 
here, prices ranging from 23c. to 25c., with extremes 
held at 27 to 27c. 

The packer hide market is practically the same as a 
week ago. It was a little easier early in the week, but 
strengthened some later. However present sales are 
so small as to have but little real definite indications 
of the trend of demand and prices. Packers are con- 
fident that tanners will soon buy with fair liberality, 
but whether their forecasts are exact or not remains to 
be seen. They are not slaughtering up to normal 
amounts, and they have large stocks of hides on hand, 
and tanners believe that prices are likely to decline 
rather than advance. Native steers are held at 32c. 
and light cows at the same figure. Texas steers are 
quoted at 31 to 32c. for heavies, and 31c. for lights and 
extremes. Calfskin quotations are lower. Packers are 
held at 45c. Chicago cities are available at 40c., out- 
side cities at 38c. and countries 32 to 35c. New York 
calfskin quotations are somewhat irregular, with no 
sizable transactions to base actual prices. We quote 
$4.50, $5.00 and $5.50. Few, if any of the Russian 
calfskins offered by a New England shoe manufac- 
turer have been sold at time of writing. 

Foreign dry hides are very firm. Insurance on South 
American cargoes has been advanced prodigiously 
because of the reported activity of hostile commerce 
raiders. It is understood that English interests are 
anxious to buy South American hides now in this , 
country, and these, of course, justify advances. 
Quotations therefore, are somewhat indefinite. No. 
1 B. A. are variously quoted at 47 to 50c., with cor- 
respondingly high prices for Cordobas, Montevideos 
No sales of .wet salted are reported. 
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4 —THE SHOE CLOTH OF MANY MERITS 
HAVING THE APPEARANCE OF LEATHER” 


eliminates many dis- 
comtorts of the feot- 

it fits well and feels 
soft. Itig the one, 


word that spdlls style 
and caniceabity 
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Ornament Patent Applied For 


The FEATHER PUMP is a brand new 
idea in footwear adornment. 

a only new but pretty as a peacock’s 
tail. 


Imagine a rich dark green kid pump, to 
which is securely attached a flat rosette 
of soft iridescent feathers, from the cen- 
ter of which peep the two glistening yel- 
low eyes and the jet black beak of the 
eagle owl. 


Or think of a pump of lustrous plum 
shade adorned with delicate feathers, 
each of the same plum coloring at the 
base, but blending off into even darker 
reds, then tinges of purple, and tipped 
with black. 


Or, perhaps, it is easier to picture the 
beauty of the lighter combinations—a 
snow-white pump with pure white and 





jet black feathers; or a soft ivory kid 
pump with pearl gray and black feathers. 


Now imagine how even a few of these 
twelve numbers would tone up your 
stock. Think of their power as a win- 
dow attraction. Think how easy you 


could advertise this novelty with the © 


cuts we furnish. Think what a benefit 
it would be for you to be first to show 
the FEATHER PUMP in your town. 


The FEATHER PUMP is ours exclu- 
sively and is to be had nowheré else. It 
is typical of our policy to constantly 
produce original creations in footwear 
for women. It is made only to order, 
and orders will be filled in rotation. 
Wire or mail yours today for prompt 
delivery. The price is Five Dollars per 
pair. 


Specifications: Made of fine kid leather 

on a perfect fitting last; circular vamp 
and foxing; Louis wood-covered heel es 

aid esigned for the FEATHER 

. Aluminum heel plate. The or- 

a aren is different for each of the 

twelve shades of leather. Natural feath- 

ers containing the colorings which blend 


Mntreget te of the above illustration in. 
pe or mat of same ill 
d free to customers upon request. 


cards, or electrot. 


printing, furnis 


No. 273 


in perfect harmony with the tone of the 
pump itself have m used in each in- 
stance. Order by number. They are 
No. 213-~ Bare White at ee od per pair. 

No. 273— 

No. — Very ene Gry. 

No. 372 —Linke Gray Kid. 

No. 269—Medium Gray Kid. 


. 276—Light Ivory Kid. 
. 270—Havana Brown Kid. 


271—Brown Castle Kid. 


. 266—Royal Purple Kid. 
- 267—Regal Plum Kid. 

. 264—Dark Green Kid. 

. 274—Midnight Blue Kid. 
. 201—Rich Black Kid. 


ine screen for printing circulars and mailing 
ion in two-column size for newspaper 


Johnson, Stephens & Shinkle 


SHOE COMPANY 


SAINT LOUIS 
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Model No. 1072A 


Model No. 1000A 
Gun Metal Button 
Boot—Mat Top— 
13-8 inch Heel— 
Growing Girl 
or Baby Doll Ris 3 
Sizes, 21-2 8. 
Widths, D a. E. 
Half Double Sole. 

Model No. 1005A 
Same as above in 
Blucher Lace. 


Model No. 1074A 


Same as above with 
Mat Top 


In one week dealers 
bought over 19,000 
: pairs. Just 17,800 


pairs left at 


AE 


You make money by sending 
your order in today 


When these are gone our price must be raised. 
Inability to buy more material before a recent 
advance in price makes this necessary. 

But there are 17,800 pairs left. Your order sent 
now will give you protection against a rapidly 
rising market. 


The Belle-of-Broadway Shoe is guaranteed to 
give your customers satisfaction; it’s a trade 
builder. It is not a “‘second.”” We make no 
higher-priced shoe. Specialization makes this 
remarkably low price possible. No culls are 
used. Gun metal models cut out of plump weight 
upper stock, full weight of leather; patent models 
made of the best chrome patent, a better-wear- 
ing material than bark tanned. Counters guar- 
anteed to outwear the shoes. Heels double- 
clinched; can’t be pulled off without demolishing 
the shoe. 

If you order now we can ship immediately any 
number of cases you want—36 pairs to a case. 
We can’t ship less than 12 pairs of a style, how- 
ever. 

Check over your stock now, figure on your future 
needs, and while you can, get this guaranteed 
shoe for $2.75. You can now. 

To assist us in giving your order prompt atten- 
tion, please send three references as to your 
responsibility. 


Price subject to change without notice 


The Elbinger Shoe Mfg. Co. 
Lebanon, Ohio 





We absolutely guarantee the reasonable wear 
of every shoe that we na. You can sell 
——Seae oon your most critical 
customers demanding co erable wear, and 
~ will find them Biemy ¢ nag Should 

a pair of our shoes and if in oo 


go 

good pagans a feel “that ihe fault is ours, 
please return the worn pair to us at once and 
we will deem it a pleasure to 

credit for same, as we stand behind every pair. 
You know that we could not make such a 
sweeping guarantee as this unless our shoes 
wear. 











4 $48950 worth fk 


Model No. 1991A 
Women’s Patent 8 


Same as above in 
Button. 


Model No. 1076A 
Patent Button Boot 


Same as above with 
Mat Top. 


Model No. 1118A 
Boo 


to 
wi D and E. 
Single Sele. 


(elle of -(roadway Shoe 
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BLACK KID BOOTS 
ARE CERTAIN 


When you buy black 
kid boots you know 
that they can be de- 
pended upon next 
week and next month 
as well as today. 


Black kids are the sure 
ones. 


You can profit by our 
immense purchase. 
Fortunately for you, 
we are well: stocked, 
and can fill your order 
today. Get in before 
another rise in leather. 





re Neer wee se Price $5.00 
Glazed Kid 8-inch Welt. AA to D, 
2% to 8. 

RSI Treas err Price $3.50 
Glazed Kid 8-inch Welt. B, C, D, 
3 to 8. 

GR ag Fhe ead Price $3.35 





Glazed Kid Vamp, 8-inch Dull Kid 
Top. B to E, 2% to 8. 


327 W. Monroe St., Chicago 
Minneapolis, Minn., 404 Boston Block 





ey re errr Price $4.00 
Glazed Kid 8-inch Welt. AA to D, 
3 to 8. 


WP apci nd. dseitseess ec Price $3.65 
Glazed Kid Vamp, 8-inch Dull Kid 
Top. B, C, D, 3 to 8. 


Mestswass sb cereteattotes Price $3.35 
Glazed Kid Vamp, 8-inch Dull Kid 
Top. B to E, 2% to 8. 


HARRY M. HUSK SHOE CO. 


Milwaukee, Wis., 212 Caswell Block 
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Dolgeville Felt Slippers z 
Can Be Sold to Every ee = 
Woman in Every Station 4 WP A 
of Life. 4, 

















DO YOU REALIZE THIS? ~ 


The selling field open for DOLGEVILLE Felt Slip- 
pers is unbounded. 


Your children’s shoes you cansellonly to children-- 

your stylish women’s shoes only to a limited number of the fairer sex--your staple com- 
fort shoes only to the elderly woman and the same applies to your men’s and boys’ lines. 
But DOLGEVILLES--every person that comes into your ‘store is a possible 
| customer. 

















Are you taking advantage of this fact? 
Do you have these. bright, warm, cheery looking slippers on display--does your sales 


| PRACTICAL ATTRACTIVE INEXPENSIVE AND EASY TO SELL ASK TO SEE THE LINE 
ment of our exclusive rights under the U. S. Letters Patent, granted to us November 23, 1915. 


force talk them real hard? Just try it! 
NOTICE—No other manufacturer can supply and no dealer can seli the slippers here illustrated, havi 
Dolgeville Felt ShoeCo. Dolgeville. NY. 


The profit is there--an actual thing! Take it with DOLGEVILLES. 
of acolor different from the color of the SP. except those bought from us, without incurring liability for pg 
a 
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Nite 





Process 
SS Patented 
ae APs 

Patented jtiie™ Jan. 12, 


Aug. 19, 
1913 1915 


Pat. January 12, 1915 


YULO-UNIT 
BOX TOE 


The Box Toe that is replacing all others. 
The Public, the Shoe Retailer and the 
Shoe Manufacturer are now alive te the 
difference between the Vulco-Unit Box 
Toe and the old kinds. 


The Vulco-Unit Box Toe has proven its worth 
through its ability to resist wear in the 
grind of steady service. 


WATERPROOF AND SWEATPROOF 
HOLDS THE SHAPE OF THE LAST 








There is only one Vulco-Unit Box Toe. 
It is made by 


BECKWITH BOX TOE CO.. 


108 LINCOLN ST. BOSTON, MASS. 
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Sill 
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IN STOCK IN STOCK 


OS Poms BOTS. ko cc westeseces $5.50 Style No. 148].............. $5.25 


n Stock Style No. 1471—Blumenthal’s Black Kid, 3-4 Foxed (9 in.) Pattern. Per- 
forated Vamp and Imitation Tip, White Kid Top, Light Weight Sole. 15-8 White Kid 
Covered Louis Heel. Widths Ato D. Sizes 24% to7..........-..--0000e Price $5.50 


In Stock Style No. 1481—Women’s Gray Kid Lace (8 in.) Pattern. Turn Sole, 16-8 
Full Louis Covered Heel. Widths Ato D. Sizes 24% to7............... Price $5.25 
Can be had also in Dark Blue: Kid and Dark Brown. 


In Stock Style No. 1482—Women’s Brown Kid Lace (8 in.). Pattern as shown in 
1481. Turn Sole, 16-8 Full Louis Covered Heel. Widths A to D. Sizes 2% to 7. 


Price $5.25 





In Stock Style No. 1470—Blumenthal’s Tobasco Brown Kid Vamp and Top. Pattern 
(9 in.) like 1471. 3-4 Foxed Perforated Vamp and Imitation Tip, 15-8 Kid Covered 
Louis Heel, Light Welt Sole. Widths Ato D. Sizes 24% to7............ Price $5.50 


Being in close touch with market conditions in 
western sections, and knowing requirements of 
dealers in all this vast territory, we are in the most 
favorable position to supply the styles that lead 
when wanted, in the quantity desired, and of a 
quality that will satisfy. 


MeElwain-Barton Shoe 


“Better shoes at the same price, or the 





OO OOO SOK OOK CE ROR ROOK Dh othe herteooheateat Peakototakey Pattern Mattern 
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IN STOCK 
Dee Bids on exes an $4.75 SS. er eer 


In Stock Style No. 1447—Blumenthal’s Wash White Kid, 3-4 Foxed (9 in.) Pattern. 
Perforated Vamp, 15-8 White Kid Covered Wood Louis Heel, Imitation Turn Sole. 
ee I | MN oo og 5 06h 6 abbas dsccs sbiseied eu baescewd Price $4.50 


In Stock Style No. 1448—Women’s Gray Kid Lace, Gray Buck Top, Flexible McKay, 
15-8 inch Louis Heel. Widths B,C, D. Sizes 24 to7...............0-- Price $4.75 
Can. be had in All Gray Kid. 


In Stock Style No. 1468—Blumenthal’s Gray Kid, 3-4 Foxed, Pattern like 1471 (9 in.). 
Imitation Tip, Perforated Vamp, 15-8 Leather Louis Heel, Light Welt Sole. Widths 
Ns PIN oi Sead 54058 ap COL WN oS oO baie 5.0-5 dca hS69:5.5.556 ose Price $5.00 


In Stock Style No. 1462—Selected Tan Russia Calf, 3-4 Foxed Perforated Vamp. 
Pattern like 1471. Plain Toe, 15-8 Leather Louis Heel, Light Welt Sole. Widths B to 
Be NG NO Sc wha cut Sk ihc ones hace Ok Lake den 55% kata osetcct ieanae Price $4.50 


Connect your store with our great warehouse and 
you'll enjoy -at all: times the tremendous buying 
and selling advantages our great resources guarantee. 
This means varieties of styles, choice of assortment, 
low prices, favorable terms, quick deliveries, every- 
thing that keeps and makes dealers prosperous. 


Co., Kansas City, Mo. 


same shoes at a lower price---Always” 
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FTITITITI TT 


MONITOR SCHOOL SHOES 


Reg. Trade Mark 


for 
BOYS and GIRLS 


ALL LEATHER 
Guaranteed to wear 


WE HELP YOU SELL THEM 


PP Write for agency proposition 


Nor Box Calf, all 
ae stylesand ass, MELTON J. MEYER & CO., Inc. “sn Somes" 


for immediate 7. 
to on 
sunnnnnnnnnnnnneeegoeceennannnnnnnncnavigunnsenctteeaedQeUeeODOU0USS00000000000006000000000000000000000000000000000000000NNEORENCCNSOOEOROONOOONND 
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PTITTTIITIL ee SSUCEEEGUGURURUOUHEGQOSUSUOROGOOOOUOREEORODOGORODOEORODS 


This is the Right Shoe to The Best Shelf Supports 
Stock Up on For Shoe Stores 


FOR A Note the long, 


clear stretch of 
Permanent, Profitable Boys’ 


shelf room in this 
picture. Note the 
Shoe Business 


different widths of 
shelves and _ the 
varying distances 
between shelves. 


Baine’s Adjustable 
Shelf Bracket 


make these advan- 
tages _ possible. 
You can arrange 
your shelving to 
accommodate 
every class and 
character of mer- 
chandise, or adjust 
each shelf to take 
a uniform size of 
shoe carton. 
Greatest space- 
saving and good display-making shelf supports ever 
invented for the shoe store. Use them. 


Write for Catalogue today 


Piqua Bracket Company 


PIQUA, OHIO 


Copper protected tips in addition 
to the extra good wearing stock 
make good wherever sold 

TRY A SAMPLE LOT 


VICTOR SHOE CO. 


SALEM, MASS. 





We make the GEM SHOE HOLDER. Retails for $1, including 
device for holding three sizes of shoes. GOOD profit to dealers 
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* $1.00 a Pair Extra Profit for % THE COPYRIGHTED 


RETAILERS “Shoe and Leather Lexicon’’ 
Shoes Are High and Going Higher 


“Shoe Fitting’’ 
O . Are two standard authorities, recognized as such 
not feel forced to sell out your stock at prices throughout the shoe trade because of the painstaking care 
below cost of sizing in. If soles are branded and accuracy of detail with which they are written and 
with a price we can furnish you with a die which = compil y 
will take off old price and put on a new one. This Slensky trimmed down to essentials, not a word wasted, 
may be done in your own store. Write for full they present in compact form information of the most 
particulars in this and other matters pertaining ul sort for any one whose business it is to “ know 
to sole stamping. shoes,” and to sell them. 
Both are published by the Book Department of the 
J. ED WARDS “Boot and Shoe Recorder.” Price 40 cents per copy, three 
: * copies for $1.00 (mixed order if desired) postpaid. Please 
x BOSTON, MASS. send cash or check with order, or stamps for less than a 
% 119 Summer Street 14 Lincoln Street = dollar. 
x xe ee FIT TIT 


CUGURUGRORRRDRRERRREEL 
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PUSH QUALITY 


Your customers are more interested in 
quality and less in price than ever before. 
And by pushing quality you earn the prestige 
that makes satisfied customers, which is 
the one sure way of running up the figures 
on the profit side of the ledger. 


Gordon 


HOSIERY 


is the prestige foundation for thousands of 
successful merchants throughout the country, 
whose first aim is to sell satisfaction. 


It offers a quality standard at a price to fit 
every purse, reduces selling cost, affords a 
profit in keeping with high-character stores, 
and turns new customers into steady trade. 


ebrown Durn ell (0 


NEW YORK 
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«Makes good shoes better 
—and better shoes best!” 





When President McGowin of the National Shoe 
Retailers’ Association said at the recent Cincin- 
nati Convention that it would be wise “to 
increase the use of all materials other than 
leather ’’—in shoes, he incidentally spoke a 
strong, true word for 


MOUSAM— 


“HORN FIBRE” 
COUNTERS! 


The Horn Fibre Counter is an alternative. It’s better 
than leather — it is the counter that is suited to the 
production of fine appearing, good-wearing footwear. 








It’s the counter you want in your shoes ! 


MOUSAM HORN FIBRE COUNTERS were 


First with the idea. 
First in quality. 
First in guaranteed service. 


Mousam Counter Company 


121 Beach Street, Boston, Mass. 


AGENCIES 
WILKINSON & REGER FAIRE BROS, CO., Ltd. J.C. RUPP CO. 
Philadelphia, Pa. Leicester, Eng. Cincinnati, O. 
ULLATHORNE, HARTRIDGE & CO., Ltd. WILLIAM LINKLATER 
Melbourne, for Australia Montreal, Canada 
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IN STOCK 
$2.00 


All Patent Chrome, Mary Jane, Split Strap, 
Single Sole, McKay. Widths D, E. 


ae ee ee es? ae 


As above‘in Gun Metal Calf 
W6-héw8 . os oe 2 a ee 


WELTS AT $2.35 


All Genuine Gun Metal Calf, Goodyear 
Welt, Colonial. Width D. 


4200—214to7 . ° ° ‘ ‘ ; : $2.35 


Patent Chrome, Colonial, Goodyear Welts. 
Width D. 


4101—214to7 . . . . . ° . $2.35 





DUSTEN SHOE CO. 


MAKERS OF GOOD SHOES 
Haverhill PS it Mass. 








- - a ee 
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Whittemore Bros. Corp. 


The Four Big Sellers in the 
White Shoe Dressing Line 


j : My, 
: i » 


UST the Quick Cleaning, Leath- 
J er and Fabric re-beautifying 
preparations that your  cus- 
tomers will be eager to buy. 
The —_— of these dressings will 
appeal to you and your most par- 
ticular customers. 
They are dressings that simultane- 
ously remove dirt, whiten and re- 
store original freshness. without bad 
after effects. 
Each preparation is packed attrac- 
tively and priced to pay dealers good 
profits. 
‘Quick White,” two sizes, to retail 
at 10c. and 25c. 
“Top Notch White,” one size only, 
to retail at 25c. 
“‘Albo” (cake or powder), 2 sizes, to 
retail at 10c. and 25c. 
“‘Shuclean,”’ to retail at 25c. 


- Anticipate your requirements and 


order early through your jobber or 
direct of us. 

Buyers in foreign markets will please 
oiieas requests for catalogue and 
price list care of our foreign depart- 
ment. 


Boston, Mass. 

















inspect our 


To the Jobber 


We invite you to call at our Boston 
Office, 207 Essex Street, Room 404, and 





“Coast Line’ 
Bathing ShoeSamples 


also 





**Siesta’’ Footwear, ‘‘Capitol’’ 
Lamb’s Wool Soles, Wool 
Bals and Wanagans and 
Other Specialties 


Our 1917 Samples include many 


new and attractive styles. 


Before 


placing your orders, be sure and 
see us, or send for samples. 


WORCESTER, MASS. 


The Wiley-Bickford Sweet Co. 


FACTORIES AT 


HARTFORD, CONN. 

















by workin 
We help 


receive a diploma, conferring the 
degree of D.S.C. (Doctor of Surgical 
Chiropody) and are prepared to 
ass any State Board examination. 

nd today for literature giving de- 


tails. 


Illinois College of Chiropody 


Big Money In 
CHIROPODY 


Hundreds of former shoe me! 
have successfully mastered the sci- 
ence, and many are making up to 


$5,000 PER YEAR 


in this dignified, interesting and 
growing profession. 

Our course is easy but thorough, 
takes only eight months, and the 
student can arrange to earn his way 









in Chicago shoe stores. 
im do this. Graduates 
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READY 
SELLING 
STYLES 


Blucher, 


CYG OLF 








No. 581 
Toe Ease Last, Gun Metal Whole Quarter 


SHOES IN STOCK 


“THE GREAT NATIONAL SHOE WEEKLY” 


FOR 
AT-ONCE 
SHIPMENT 


Full Double Sole, l-inch Broad 


Heel, Half-Bellows Tongue. Wax Wear- 
proof Lining, Widths, D, E and EE. Sizes, 
5 to 11. Branded or unbranded. 


Price $4.00 


Other Cygolf Styles In Stock 


No. 563 
Cornell Last, Mahogany Russia Calf Bal. 
Invisible Eyelets, Heavy Overweight Single 
Sole, Flange Heel. Widths A, B, C, D, E, 
Sizes 5 to 1l. Branded or unbranded. 


No. 576 
Iamit Last, Gun Metal Whole Quarter Blu- 
cher, 1 1-8 inch Broad Heel, Full Double Sole, 
White Wa roof Doubler, Natural Heel 


and Edge. idths D and E. Sizes 5 to 11. 
Branded or unbranded. 
Price $3.75 
No. 575 


Club Last, Gun Metal Whole Quarter Blu- 
cher, Half Double Sole, l-inch Broad Heel. 
Widths C, D, E and EE. Sizes 5 to 1l. 
Branded or unbranded. 


Price $3.50 


Send for Catalog. 


Cornell Last, Gun 7S "Bal, Invisible Eye- 
lets, Heav Overnet | Single Sole, Flange 
Heel. Widths A D and E. Sizes 5 to 
11. Branded or unbranded. 

Price yee 75 


Oake Last, Gun Moral Whole Quarter Blu- 
cher, Half Double Sole, 11-8 inch Broad 
Heel. Widths B, C, D and E. Sizes 5 to 11. 
Branded or unbranded. 

Price oe 35 


Oake Last, Gun Metal Blucher, Single Sole, 

11-8 inch Broad Heel. Widths B, C, Da nd 

E. Sizes 5 to1l. Branded or oioamiea. 
Price $3,25 


No. 459 
Footfriend Last, Box Calf Whole Quarter 
Blucher, Full Double Sole to Heel, Flange 


Heel. Widths D,{E and EE. Sizes 6 to 11. 
Branded or a. 
Price i 75 


No. 
Dixie Last, Gun Metal BI Blucher, Single Sole, 
1%-inch Military Heel. Wi idths B, C, D 
and E. Sizes 5 to 11. JBranded or un- 


branded. 
Price no 25 
Dixie Last, Gun Motel Bi Button,’ i et Sole, 


Eo Military Heel. Widths D and 
. Sizes 5 to Visto 6.8 or Siranded 


Regent Last, Gun Metal Bal,’ Heavy Single 
Sole, Invisible Eyelets, Flange Heel. Widths 
B, C, D and E. Sizes 5 to 11. Branded or 


unbranded. 
Price $3.25 


Prices subject to change without notice. 


KELLY-BUCKLEY COMPANY 


BROCKTON - ~ 


MANUFACTURERS 


MASS. 
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? 
We’ve outgrown 
HE enormous demand for 
our present “E-Z WALK” Felt Slippers and 
the Be on pois Spring Arch Sup- 
ports has compelled us to seek larger 
quarters accommodations. Our rears 39 ; 
ment to the trade follows: 


et. ee ee ee ee et 
ee 
feta et et ed eat kot ot bot kot boat be 














a 
Jet et tat tat 


Our New Quarters 





WE take pleasure in announcing to our many friends 
and customers that on or about February the 
first we will be located at numbers 


62-70 West 14th Street, New York 





where, in more spacious quarters, and with greatly in- 
creased facilities, we will be better able to serve our 
many customers. We are sincerely grateful for your 
valued patronage and very pleasant business relations, 
and hope for a continuance of same. 


THE E-Z WALK MFG. CO., Inc. 
33-39 Sixth Ave. - New York, U. S. A. 











KREIDER’S KICKERS 


WITH 
PROTECTED TOE TIPS 


ming 


COPPER 
OR 
LEATHER 


MeMaster Infants’ Turns 
and Soft Soles 


are sold by retailers of the better 

class because the dainty styles 

WILL MULTIPLY SALES and better quality attract mothers 
Carried in Stock. Immediate Shipment. . 

A shoe with unequaled wear. 2 who want the best and pay the price 


The A. S. KREIDER CO. : 
123-125 Duane St., New York City. : J. J. McMaster lle Rochester, N. Y. 


51 N. Third St., Philadelphia, Pa. 

923 Penn. Ave., Pittsburgh, Pa. 

1408 Washington Ave., St. Louis, Mo. 

312-318 W. Monroe St., Chicago, II. 
Deueunncnencocegs 
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VAUGHAN’S IVORY SOLE LEATHER 


This soling is very light weighing and is the most comfortable leather made for street, dress, and 
sport shoes. Men’s, women’s and children’s footwear in which it is used is selling at sight in every. 
one of the hundreds of shoe stores where it is shown. Write for samples. 


George C. Vaughan, Peabody, Mass. 








je EO) 


Shrewsbury 


Grain 








ONE OF OUR 
IN-STOCK LEADERS 


There are two numbers on our 
College Last. No. 200 is a 
Gun Metal Bal, Single Sole, 
with 1l-inch Heel. Widths C 
- and D. Price $4.00 


No. 201 is the same shoe 
in Tan Mahogany. Price 
$4.75 

For a live seller and 
retail profit producer, 
you'll find it a winner. 


N.B.—Our Bloodless 
Surgeon Shoe is ex- 

ingly popular. 
It’s the sure 
remedy for 
foot trou- 
bles. Price 


$4.50 
















Now as ever the 
popular leather 
for substantial shoes 


On the market 
for 134 years 


Green & Hickey Leather Co. 
TANNERS 


College Shrewsbury, Mass. 


Last 
Thomas McCammon 
116 South Street, Boston, Selling Agent 





Condon Bros. Co., Brockton, Mass. 








O 
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No. 382 1-2 


No. 2202 





CONCORD SHOE COMPANY 


116 DUANE STREET, NEW YORK 
The Leading House for Growing Girls’, Misses’ and Children’s Shoes 





IN STOCK LISTS READY for IMMEDIATE SHIPMENT 





White Nubuck High Cuts 
Lace, Goodyear Welt 
Square Toe, C and D Wide 


White Nubuck High Cuts 
Button, Goodyear Welts 
Square Toe, C and D Wide 


Stock No. Sizes Price Stock No. Sizes Prices 
1055% 8% to 11 $2.50 1055 8% to 1l $2.50 
1056% l1l%’%to 2 2.85 1056 1l%to 2 2.85 
105744B 2% to 6 3.50 1057B 2%to 6 3.50 








Same as Above in 
Regular Cut Lace 


Same as Above in 
Regular Cuts, Button 








Stock No. Sizes Price Stock No. Sizes Prices 
1074% 6 to 8 $2.00 1074 6 to 8 $2.00 
1075% 8% to 1l 2.25 1075 8% to 11 2.25 
1076% 1l%to 2 2.50 1076 ll%to 2 2.50 
10774%B 2% to 6 2.75 1077B 2% to 6 2.75 
2206 beer —_ 9 inch, High Cut, English Lace, Welt. 21% to 7. — 
105734 White. Buck, 8 inch, High Cut, English Lace, Welt. 234 to 7. va 
105814 White Buck, 8 inch, High Gut, English Lace, Welt. 234 to 7. a 
2426 White Buck, 7 inch, High Cut, English Lace, McKay. 1114 “a 
2427 White ite Buck 8 inch, High Cut, English Lace, McKay. 2% le 
1061 Sea Tsland Duck, Plain Toe, High Cut, English Lace, Welt. _ 
2% to 7. | Seagate i en hare RIE Cs PS 2.25 
2003 Patent Leather, White +) Top, High Cut, English 
Lace, McKay. i SS Serer errr 3.00 
2200 a —e Mat Top, 9 inch, English Lace, Welt. 21% to 7. ade 
PS ee rt Ate eae pee ar Fe ; 
2201 aa nats Kid, 9 inch, English Lace, Welt. 21% to 7. “ 
2202 Black Vici Kid, 9 inch; English Lace, Welt. 214107. Cand sit 
2204 Gun Metal, Gray Buck Top, 9 inch, English Lace, Welt. 214 _ 
to 7. RR ee re Fee ee ee 4.50 
859 White Buck, ore Sole and Heel, English Lace, Welt. 
Be RS EA a ee eee ree 2.75 
860 White. Buck, Rubber Sole and Heel, High Cut, English Lace, 
Welt. 2% WS OE. og ona ea boone en kas.s 2.75 
566 White Sea Island, Rubber Sole and Heel, High Cut, English 
ee RS Sp A, er oe rere rr 2.25 
565 White Sea Island, Rubber Sole and Heel, High Cut, English 
Lace, Welt. 11% to 2. re ct: He eee 1.75 





SEA ISLAND DUCK, REGULAR CUT AND HIGH CUT 


Goodyear Welt and McKay Sewed 











Sea Island Duck, High Cut 
Button, Goodyear Welt 


Stock No. Sizes Price 
1058 6 to 8 $1.25 
1059 8% to 1l 1.50 
1060 1l%’%to 2 1.75 
1601 2%to 6 2.00 





Sea Island Duck, High Cut 
Lace, Goodyear Welt 


Stock No. Sizes Price 
1059% 8% to 1l $1.50 
1060% 1l%to 2 1.75 
1061%A 2%to 7 2.00 





Sea Island Duck, Regular Cut 
Button, Goodyear Welt 


Stock No. Sizes Price 
1078 6 to 8 $1.20 
1079 8% to 11 1.40 
1080 1l%to 2 1.60 





Sea Island Duck, Milo Buttons 


High Cut 
Stock No. Sizes Price 
656 6 to 8 $1.10 
657 8% to 1l 1.20 
658 1l%to 2 1.40 
659 2%to 7 1.60 


Sea Island Duck, Regular Cut 
McKay, Button 


Stock No. Sizes Price 
380 6 to 8 $0.90 
381 8% to 1l 1.10 
382 1l%to 2 1.20 
383 2%to 6 1.40 





Sea Island Duck, Regular Cut 
Tip, McKay, Lace 


Stock No. Sizes Price 
384 6 to 8 $0.90 
385 8% to ll 1.10 
386 1l%to 2 1.20 
387 2%to 7 1.40 





Sea Island Duck 











Stock No. Sizes Price 
656% 6 to 8 $1.10 
657% 8% to ll 1.20 
658% 1l%to 2 1.40 
6591%4A 2%to 7 1.60 
Canvas High Cut, Lace 
Stock No. Sizes Price 
660% 6 to 8 $0.95 
661% 8% to 1l 1.05 
662% 1l%to 2 1.20 
663% 2%to 7 1.40 
High Cut Canvas, Milo 
Buttons 
Stock No. Sizes Price 
660 6 to 8 $0.95 
661 8% to ll 1.05 
662 11% to 2 1.20 
663B 2% to 6 1.40 
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Failures 


Waltham, Mass.—Cummings Bros., shoes, reported meeting of creditors called 
for February 2. 


Ware, Mass.—Samuel Narva, shoes, reported meeting of creditors called for 


January 30. 
Northampton, Mass. W. Stone, shoes, etc., reported Bue" into bank- 
ruptcy; liabilities, | +7, 707, and assets estimated at $ 
orcester, Mass.—Worcester Felt Shoe Co., felt shoe and — manufac- 

turers, reported meeting of creditors called for January 23 


Ait, 
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Suspensions and Changes 


beige a —Schade & Parshall Co., shoes, etc., pares petitioned into 


Clarksburg, W: {_—_— Lewis a 0. A. Lewis and Lewis Department Store), 
shoes, rperted meeting of hte mF ty tee my 
a.—Max Cohen, shoes, etc., meeting 


Castnaen. w. of creditors 
called for today, January 27. 
5 beoming — Co., shoes, etc., reported meeting of creditors called for 
anuary 


West Warwick, R. I.—Joseph S. Pelletier, shoes, reported petitioned into 


bankruptcy. 
Sedro Woolley, Wash.—A. S. Horwitz, shoes, assigned. 
reported ; 





Sunny South, Ala.—E. T. Megginson, shoes, etc., meeting of cr 
called for February 1. Reported petitioned into bankruptcy. 

Pomona, Cal.—Carper & Co., shoes, etc., re; assigned. 

Denver, Col.—Regent Shoe and Shirt Co., shoes, etc., reported petitioned into 


ak, Ga Gi 
Camak, Ga.—Gheesling Bros., shoes, reported offering to compromise at 33 1-3 


__ per cent. 

Columbus, Ga.—Abraham Feinberg, shoes, etc., reported meeting of creditors 
called for yesterday, Janu 26. 

Sandoval, Ill.—Floyd B Cain. ~ &- etc., reported offering to compromise at 


0 per cent. 
Chicago, Ill.—Lawrence H. Glazer, shoes, ted has given trust deed to 
iabilities are $6,000, and assets, 


A. J. Thomson for benefit of creditors. 
consisting of stock, $5,000. 
Tee. ——— Ulamperl, shoes, etc., reported ting of credit for 
anuary 

Meridian, Miss.—Barnet Chiz, shoes, , eens petitioned into bankru 

Havre, Mont.—K. A. Silvey, shoes, etc reported petitioned ute arr. 

Detroit, Mich.—Roman Ardziejewski, shoes, etc., reported offering to compro- 
mise at 38 per cent. 

g —~ Miss.—Jackson Dry Goods Co. (J. M. Abraham, ge rometotor) shoes, 

ported concern is in financial difficulties; store and it is re- 

puted that petition in bankruptcy will be filed. “The liabilities are shown 
as $6,500; assets—merchandise and fixtures—about $4,000. 

= Fella Minn.—Otter Tail County Co-operative Co., shoes, etc., reported 


Corinth Nise. —Chas. H. Gish, shoes, etc., petitioned into bank- 
pry. ros meeting of tg called for January 3! 
tlantic city, 





‘ J me Bros. ye —y reported sold out ma of into bank- 
ewark. eather, reported tioned into bank- 
aoe te ai ted. Their Wrebilities’ are said to be be- 


tween $60, Reported 0 and $70,000 ey have $25,000 worth of Luiers on hand 
and outstanding accounts of oan $15, 000: In addition to which 
own the factory, which is free and clear of all encumbrances, and they are 
said os own their private residences. 
Marcellus, N. Y.—Kelly & Thornton, shoes, etc., reported petitioned into 


bankru 

Adpine Boab, 1h. 1, ~Qat Ghee Go. deste, sepental of creditors called 

Milton Mills, N. H.—Timson & Co., Inc., shoe waneteotereen, Fy gene Fred D. 
Merrill, “Albert J. Hawkes and Geo. 8. Radcliff s” in- 
vestigatin, ing committee. Liabilities, $33,844. Reported melts of credi- 
tors called for YF 24, last. 

Rochester, N. Y.—Louis Meyers, shoes, reported a first dividend of 40 per 
cent was declared today, having been approved by Referee Nelson P. San- 
ford. The claims allowed to date total $1,783.23 and the first dividend 
fund is $713.28. Martin Moll is trustee. = has asked for his dis- 
charge from ruptcy. 

Brooklyn, N. Y.—Louis Ricardo, shoes, reported offering to compromise at 50 
per cent. Liabilities of $46, 395, of. which $35, a is 10 isdue secured 

e above ~_ a voluntary petition in bankruptcy, with assets of $47,125, 
= be: onn.eee is in real estate. 
—_ —Daitz Bros., shoes, etc., reported offering to compromise at 30 


Hamlet, N- Y.—Hemlet yg ea ed aoe (I. Goldberg, Proprietor), shoes, etc., 
_ repor' titioned into bankru: 

Cincinnati, Ohio.—The MacDonald es Kiley Co., former shoe manufacturers, 
reported in the matter of the above case 2 bankruptcy, notice was sent to 
po Se that there would be a meeting of creditors at the office of the ref- 
eree, 22 CarewjBuilding, Cincinnati, on January 23, for the consideration 
of contested matters herein and also for the declaration of a dividend on 
all claims proved in this cause and such other matters as can disposed 
of at that time. 

a Ohio. —Harry Baskin, shoes, reported offering to compromise at 


West Cedi ae Ohio.—J. B. Shan nm, shoes, etc., reported receiver eeu, 
Salem, Ore.—Reinhart Shoe Store Cc. "iE Reinhart, "Proprietor), shoes, repo 
petitioned into bankruptcy. Reported receiver appoin "for pe ag 25, 


Freeland, Pa.—Louis Rabinovitz, shoes, etc., reported petitioned into bank- 


South h Bethlehem, i - tad & Itzkowitz, shoes, reported offering to com- 
promise at 50 per cent. 

Scranton, Pa.—Max Horvitch, shoes, etc., reported embarrassed. 

New ao Pa.—Jacob Milliman, shoes, etc., reported petitioned into bank- 


Philadelphia, ag Selkow, shoes, reported petitioned into bankruptcy. 
South Bethlehem, Pa.—Lisinsky & Itzkowitz, shoes, reported petitioned into 


bankruptcy. 

Providence, PR. I.—Ager Shoe Co., ay reporte © assigned. 

Estill, 8. Cc. g Warshawsky, shoes, etc., reported petitioned into bankruptcy. 

receiv 

Honea Path, 8. C.—Honea Path Mercantile Co., shoes, etc., reported petitioned 
into bankru oo 

Beeville, Tex. — Ww fman & Katz, shoes, etc., special filed petition in bank- 
fall sctel and — 4 submitted a compromise o' of 30 cents on the dollar in 

\s olfe, shoes, etc., reported tioned into ge 
listed at $2,000 and fixtures at about $0 Mfabuttion, $5.3 ene 
Newport ows, Va.—Louis Ward, ete., reported woalioeed 1 into bank- 
sy receiver appoin 
Bluefield ag .—H. Stolch, shoes, etc., reported offering to compromise at 
Union ity, thy ima Toggery, shoes, etc., reported offering to compromise 


t 25 
Buckhannon, ¥ Ww. seceal eaienak the kee Fitinsk Toamptet) 
shoes, etc. paperted to m 
creditors called for January 30. ns cyt ace 











Montreal, P. Q.—N. Dorval, shoes, 


Changes 


Haverhill, Mass.—Geo. F. Carleton & Ce. Sa shoe manufacturers, dissolved rt 
nership; A. M. Jennings retires; F. Carleton will continue the busi- 
ness, individually. 

Lynn, Mass. —pents Shoe Co., to mone BtY sell and ial 810.0 Gost in 

shoes and leather and leather products; authorized capi A 

Little — Ark.—Epstein Mercantile Co., shoes, etc., 


lu 
Wessusten, Mass.—I. H. Morse Co., to buy, sell or exchange shoes, etc. vie 


, Ark.—J. C ; Br les, shoes, etc., C. Stuart admitted 
Me vern, Ark.—G. I. Shamis, shoes, etc., sold out to Globe Shoe and Clothing 


Fitzgerald, Ga. — Garber, toy etc., succeeded by H. Garber Co. Incor- 


a ital of $22, : 
Mt. TE Ind. “Eh. “Lgwenhaupt, sh shoes, reported will disco: 
Caldwell, Ida.—Cu: , Shoes, etc., Frank Cu k Cupples retires. 
Garrics aa © Gelder, sh “= eal out %. bought M 
ort; Ind.— shoes, rwin has out Mr. 
. in’ , and age oy to this business. 
, out of business. 





of 
Fred & Lewis Dry Goods Co., which will be in ated for $11,000, 
ane 9 tee having 50 per cent, F. H. Lewis ‘woken. and Hugh Lewis 


on 
(Continued on page 131) 





SPATS 








S-R-S Company 


101 Tremont St., Boston 





Factory, SALEM, MASS. 








“*Recorder”’ 


page per issue: 


rates for space less than one-eighth 


BOOT AND SHOE RECORDER 


Classified and Opportunities Department 


OSITIONS WANTED: Three cents per word for 
insertion. 


each 








Jan. 27, 1917 


Minimum amount accepted, 


sixty cents. For other “Want” advertisements, 


five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 


Minimum 


When advertisers desire re- 


plies forwarded direct to their address, each word of the 


address must be counted in the advertisement and 
paid for accordingly. Answers to ads must be sent 


Space 1 time 7 times 13 times 26 times 52 times 

linch $4.00 $3.00 $2.75 $2.50 $2.00 

2 inch 8.00 6.00 5.25 4.75 4.00  Vertisement for address. 
3 inch 12.00 9.00 7.75 7.00 6.00 

4 inch 15.00 12.00 10.00 9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 






SALESMEN WANTED 


small to open accounts 


POSITION WANTED 





FOR SALE 





ALESMEN WANTED—Say, what would you 
S*: hink of an opening that would give you a 
monopoly of of the territory allotted, automobile for 





ary and commission, binding contract 
safe me my bey ies, you to invest from one to five 
thousand d in the company’s securities ac- 
cording to tho eguien of the territory 
allotted? To the right man the boys oppor- 
tunity would s felong P with 
value. Only ee specialty men or shoe men 
need apply. Address A832, pet and Shoe 


Recorder, 307 South St., eon, 





ANTED—Shoe salesman with e i- 

ence, town of 25,000, Eastern Ohio. Must 

have reference. Address A830, care Boot and Shoe 

Recorder, 207 South St., Boston, Mass. State 
wage. 





a a to sell patented article to retail 
shoe trade throughout Middle and Western 
States. Well —— and well known to deal- 
ers. Will Pa: and commission to good, reli- 
able man wit! <= actory references. ust know 
the retail shoe trade. Address A829, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





ALESMEN with established trade only to sell 
a line of ony outing and work 
oes, nailed and Goodyear xm. for i 


REAT BRITAIN AND IRELAND—Traveler 





ros, SALE—Only exclusive shoe store in one of 
5 years’ connection with wholesale houses and the best towns in Arkansas, ulation 5,000. 
large | — La is open to represent a good Clean stock, cash trade only. t location in 
American isengaged through the war. town. Best reason for selling. Don’t reply unless 
Address L. iL. Cantor i Claremont Road, Westcliff- x mean business. Address A834, care t and 
on-Sea, Essex, England. hoe Recorder, 207 South St., Boston, Mass 





ANTED POSITION—Large — in Indi- 
ana, Tostacky and South. 1 line men’s 
preferred. “— credentials. ilagee ad 
care Boot and _y Recorder, 207 South St., 
ton, Mass. 


gee ng F experienced young man wants 

a — 28: 9 Ye in buying and management. 
arri ears’ experience selling, win 

dow telmniee, © yr ee A828, care Boot ~ 

Shoe Recerder, 207 South St., Boston, Mass. 











SALES MANAGER AND CREDIT 
MAN 


Has been connected for 9 years with one of 
largest manufacturers of men’s shoes in — 
a — to make a change. Highes' 
‘erences » a honesty and paren 
fenehod “Ad dress A799, care t and Shoe 
Recorder, 207 South St, Boston, Mass. 














delivery at v close prices. C. A. Kitz Shoe Co., 
Milwaukee, Wis. ” 


POSITION awaits a first-class salesman, ac- 
uain 
manufacturing trade, = the oldest an 
—— of fibre and ay’ soles and 
‘or manufacturing purposes. man thoroughly 
familiar with aot bottoms wT, Wide oa 
of territ le. Conemantontions to be con- 
sidered a confidential. Address A825, 
care Boot and Shoe Recorder, 207 South . 
Boston, Mass. 


ALESMEN WANTED—Experienced men with 

established trade to a strong, established, 
in-stock line of boys’ shoes, showing unusual values 
and selling features. Commission onl Terri- 
tories open: Southern Ohio; Missouri and Southern 
Illinois; Kansas and Nebraska; Iowa. Address, 
with details of experience, Federal Shoe Company, 











Lowell, Mass. 
ALESMEN wanted to handle simplified retail 
accounting systems as side line, at 20 cent 
commission. In writing give name of firm and 
territory covered. We will help ~o. make — by 
sending advertising to your tr Address A816 
care Boot and Shoe aeneen,. 207 South St. 


Boston, Mass. 


ANTED—AI salesmen for all of the 

coun to sell men’s fine out of 
stock. All shoes made 

Address A814, one] Boot and Shoe a 207 
South St., Boston, Mass. 











WANTED 

An aggressive salesman for the larger points in 
Indiana, Illinois and Iowa, and the city of 

0, by a progressive Ci 
turer of women’s shoes who has business de- 
veloped in this territory. Prefer middle-aged 
man and must have a clean record. 
information and erences in f 
which will be held as confidential. Address 
A833, care Boot and Shoe Recorder, 207 South 
8t., Boston, Mass. 























LINE WANTED 





ANTED—A line of ladies’ boots to carry in“ 


Minnesota, Iowa, Nebraska, Missouri, Kan- 
sas and Oklahoma, with a turn slipper line ‘that I 
have had on that territ five years. I can place 
a good line of boots wit! people. Address 
“Salesman,” care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED—By a hustler, the best line of 

pumps and slippers for Greater New York, 

to sell at $2.60 and up. Strictly commission. Ad- 

dress J46, care Boot and Shoe Recorder, 127 Duane 
St., New York City. 








ne STORE in Contest Illinois. Stock in- 
about $8000 





HOE alte a meg Western New York, 
city 35,000 m. Leading store in town. 
io Control for 
Good reasons for 
dress A821, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








BUSINESS OPPORTUNITY 


F° RENT—In women’ 's store doing about one 
d fifty t d dollars’ cash business, 

city of about sixty thousand New York State, best 

corner in the city, eee for women’s shoes. Straii ry 

rental or percen’ Reli «yg iy poo only. 

dress A831, care t and ecorder, 4 

South St., Boston, Mass. 


Fe*GEPTIONAL opportunity to engage in the 

business at a smallinvestment. Toset- 
tle an estate I have for sale a small, complete turn 
shoe manufacturing plant that has been going for 
20 years. Machinery, lasts, patterns, office fix- 
tures; good will and orders wai Price $1,000 
Walter H. Southwick, 7 Central Sq., Lynn, Mass" 


A”™ FIRM of hie! h standing in the wholesale boot 

factory trad le — having a large connection 

among wholesal r uyers, as well as 

among shoe pn Any is anxious to represent 

ass manufacturing houses of medium and 

best class goods, ladies’ and gents’, also first-class 

ighest references exchanged. 

Address Box 35, Boot and Shoe Recorder, 11, 
Queen Victoria St., London, England. 

















ANTED—A line of shoes on commission by 

a sepesguntanies in are. One who 
knows the trade. Address F. H., care Boot and 
Shoe Recorder, 189 W. Madison St. Chicago, Ill. 


Wind” shoe line for Southern New Eng- 
d. Will consider other territor 
dress A817, care Boot and Sh er, 207 
South St., Boston, Mass. 





oe R 








FOR RENT 


PPORTUNITY—Man wanted in shipping, 
selling and stock department of a manufac- 
turer of men’s shoes. Must be capable zg. 
caring for stock, filling orders and taking care of 
salesmen’s sample department. 

A good opportunity is open to a man of ay 
and experience that can furnish satisfactory - 
erences. 

Prefer a young man having some experience in 


factory: detail. 

state . experience and salary ex 
pected. Address A8 care Boot and Shoe Re- 
corder, 207 South St., ‘Boston, M ass. 








O SUB-LET—Excellent location, one flight u: 
boot shop, two large display windo 42nd 
St. and Broadwa Clara Clarisse, 1480 Broad- 
way, New York City. Phone Bryant 7233. 








FOR SALE 





OR SALE—Shoe store in Lowell, Mass. Owner 
running two stores. Good clean sto 
over a Raed old. Present 


Soe, Fredi 
1582. 


stock and not 
if 


Re store desires. Write or pho 
. Lawrence, Mass. Phone Lawrence 














WANTED TO PURCHASE 
Retailers --- Manufacturers 





— Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 
Drop a Line to 
A. M. SACKS 


19 Albany Street » Mass. 








Jan. 27, 1917 


Stecting. Kan.—Wm. F leeson & Son, shoes, etc., succeeded by Fleeson Clothing 


iamiate, aan *: S. Fleisher & Co., shoes, etc., sold out a Moore Bros. 
. McGehee, shoes, etc., sold out to J. F. Hayes. incorporated with capital 
W. F. Moss admitted. Levenberg & Chi 


Gracey, 
Wibaux, ae mt. H. F. Peterson, shoes, ete. . 


Saginaw, Mich.—Frank Mikolaicjik, shoes, etc., * sold out. tal of $2, 
Detroit, Minn.—Gagnon Shoe Co., aya with a paid-in ca ned a Rockville Centre, No io shoes, etc., sold out. 


$100,000 to manufacture work shoes elix C. G 
oyle, viesquesiiinns rom x 
aker, treasurer, and Patrick J. Ryan of R. Paul, incorporator, with the 


Smith, secretary and sales manager; J. 


above-named officers as incorporators. 


Grand Rapids, Mich.—Henry Kemmler, shoes, succeeded by Miller & Healey. 


en. president; 


J cmetere, D.— 


Newark, N. J.—A. L. Hatfield 
with capital 
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r Ly Oe Co., manufacturers of leather compositions, 
i O 





incorporated 
Brooklyn, N. Y.—Right Chil 


Metropolitan oe | 
‘Whi 


ret Shoe “Mfg. Co., Inc., shoe manufacturers, 
o 


500. 
asan, Inc., or, manufacturers, incorporated with capi- 


shoes, etc., capital increased to $400, 000. 


New Took City.—J. M. Delaney & Co., sole leather, etc., have incorpora’ 
under Connecticut laws with authorized capital of $23 30, 000. 
7S wholesale shoes, Ti 


paula 
& Henderson, shoes, etc. F Mhcadanien riper 


St. Peter, Minn.—Nelson & Holland, shoes, dissolved partnership; succeeded Pittsfield, N be? » Pittsfield Shoe Co., shoe porn ao tah 


by Ben Nelson. 


St. Louis, Mo. —Stix-Erhart Leather Co., commission leather, incorporated 


with capital of $2,000. 


Schuyler, Neb.—S. Fuhrman’ Co. * 
Hoboken, N. J.—National Bargain Shoe Co., shoes, reported sold out. 


ecgertes sold ou 
shoes, etc., incorpora’ with aaa of 


WANTED TO PURCHASE 


WANTED TO PURCHASE 


MISCELLANEOUS 














We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

We Pay Highest Cash Value 


VAN PRAAG & CO., 


Shoe Dept., Martia Posner, Manager 


15-17 Greene St., New York, N. Y. 
Telephone 2248-2249 Spring 











Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
Corr ndence Confidential 
stablished 1890 


GLAUBERG & CO. 
§20-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 











Do You Wish to Rs Raise Cash Quick? 
oats or vere genes stocks of shoes deyanote, 

hhandise of kinds 
Fewer my for oe: —_ Short term leases 
taken off to Retail or wholesale 

‘ORE SELLING WRITE US 

trictly Confidential 
Brooklyn Purchasin Syndicate 


610 BROADWAY, ROOK YN, N. Y¥. 
Tel. 2328 Williamsbur, 




















We Pay Highest Cash Prices 


For Unsalable Merchandise 
SHOES, CLOTHING AND FURNISHINGS 
Send us your goods. We will quote prices. 
If not extisfied we will catuen ganas and 
pay freight a ways. Best of refer- 

ence furnish: 
IONA SALES Co. 
385-387 Broadway New York 














CASH PAID 


for shoe stores or surplus stocks agar wo 
or for ether - Leases tak 

ever. We will send a representative _ 
investigate and aa effer upon request 


Max Kalter Mercantile Co. 
106 Grand St., NewYork City. Phone,Spring9413 

















MISCELLANEOUS 








READY 


Complete Direc- 
tory of manufac- 
turers catering to 
the Findings trade. 
Two sections— 
Products and Trade 
Names. Alphabet- 
ically arranged. 
Easy to consult. 
One copy FREE with a year’s subscription 
to SHO INDINGS, the monthly accessory 
journal of the industry. Order today. Pay 
after receiving first copy. 








° © 189 W. Madi ° 
Shoe Findings 23 yemesivon s- 














REECE’S ROCKER BOTTOM 


WOODEN SOLE SHOES 





501. Oil Grain Wa: Shoe . - = $1.65 
507. Black Pebble Split Shoe |... . 1.35 
600. Ten-inch Oil Geain ; 2 


Lace 2.20 
601. Fourteen-inch Oil Grain i. Boot 3.15 


Send for illustrated catalog 
REECE SHOE CO., Columbus, Neb. 


Every Shoe Store Needs 
“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper made 
which is just the right 
shape to cut out tacks on 
the inside of shoes. 


‘* Manchester ” 
Trade Merk Bee U.S. 






nippers are made of high 
grade tool steel, nickel 
plated with a curved jaw 
that enables vou to cut the 
tacks close to the insole. 


Be sure and specify 
“MANCHESTER” 
curve jaw when ordering, 


Write us direct if your 
dealer cannot supply you. 


Price, $2.50 


Frank W.Whitcher Co. 


Patentees and Manufacturers 






_ aH 121 














B. W. GODSOE, Pres 
W. G. DONALD, Vice-Pres. 


F. E. JONES, Trees. 


F. E. JONES COMPANY 


coors MAT KID 


95 South Street, Boston 





FISHER 


on he Ges: 


Boston, Mass. 325-925 W. Lake Bt. 
HEEL gover 
COUNTER 


Bf &: 


Without A itp ~* Weak 





Prevents the Counters of Bc and 
Shoes from Running Over 


A 
F Sale Deal: 
or Sale by All Findings Dealers 


VARNUM IMPROVED SIZE 
STICKS 





U. S. Standard 
Ask Your Dealer For Them 


F. W. WHITCHER COMPANY 
, Boston and Chicago 
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a yt oT price of the 
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foreign coun above, 
ag which Sich includes $5.00 r postage. oat 
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OFFICES IN SHOE CENTERS 


saocer OFFICE: 224 Moraine St., Geo. W. 
R. » Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Franklin 5073. B.C. Bowen, Mgr. 
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Lantgs OF Jo! am may Biagee= 
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Cuban Office: Monte 159 Havana,' R. G. Betan- 
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VERY WOMAN WHO EN. 

TERS YOUR STORE HAS 
A SOFT S?OT IN HER 
HEART FOR BEAUTIFUL 
SLIPPERS AND PUMPS. 
YOUR CHIEF DIFFICULTY, 
AS YOU KNOW, IS TOGIVE 
HER WHAT SHE LONGS FOR 
AT A PRICE SHE CAN AF- 
FORD. 
EVERY SUCH CUSTOMER, 
HOWEVER, INSTANTLY 
RECOGNIZES IN FOX FOOT- 
ERY THE FULL REALIZA- 
TION OF ALL HER DESIRES. 
FOX FOOTERY IS HIGHLY 
FASHIONABLE. IT HAS 
SPECIAL HAND FINISHING. 
SMARTNESS IS SEWN INT 
EVERY SEAM. : 
UNUSUAL MODESTY OF 
PRICE STAMPS IT AS THE 
FOOTWEAR OF THE MANY. 


CAPACITY FOR PROFIT 
MARKSIT AS FIRST CHOICE 
OF BUYERS SEEKING PER- 
MANENTLY INCREASED 
SALES. DO YOU KNOW FOX 
FOOTERY INTIMATELY? IF 
NOT—WRITE TODAY. 


ba 


CHARLES K. FOx, INC. 
HAVERHILL, MASS. 
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THE “BARRY” SILENT SALESMAN 
IS GOING THE ROUNDS 





E’S a big, husky looking chap, well togged 
out, and so gentlemanly he will not “butt 
in” where and when not wanted. 


You'll have to make a date with this chap, for his 
time is limited, and the route already mapped out 
is long. 


Before or after the fuss of a busy day, not during 
it, he is at your service, to lay before you an assort- 
ment of ‘‘Barry”’ shoes that will not only win your 
admiration, but deserve your business. 


Send postal request that he call. 











T. D. BARRY COMPANY 


BROCKTON, MASS. 


BOSTON OFFICE - - - - 183 Essex Street, Room 204 
NEW YORK OFFICE - - . 819-A Flatiron Building 
CHICAGO OFFICE - - + - 35 South Dearborn Street 


Address All Communications to Brockton 
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AT LAST! 


Right here in our own Tannery 
we have perfected 


HARDY HIDE 


The best Leather in the world for 
shoes that have to stand hard service. 


Our salesmen are showing a large 
line of these excellent shoes. 


We highly recommend them in place 
of shoes made of Elk Leather. 


HARSH & EDMONDS SHOE COMPANY 
MILWAUKEE . 
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GOOD SHOES NEED GOOD DRESSINGS 





ea) =) (GRIFFIN 
sicessive || SOLVES THE PROBLEM 
. THERE IS A KIND FOR EVERY SHOE 










\ 





Griffin’s White Kidine 


An effective and safe cleaning and 
whitening Mui uid i. deems all white 























hite calf 
Sinai’ Si Size, $11.00 Gross 
a Queen Quality Dressing 95e Doz. 
Self Polishing, for Women’s and Large size, $18.00 Gross 
$1.60 Doz. 


Children’s Black Shoes; contains Oil 
Bort preserves the Leather. 7 oz. 
ttle. 








ee 


HNN") 





Griffin Suede qe 
wder cleaner for nappy leathers, in sifting top can, White, 
bee Dark and Pearl Gray, Brown, Chamois, awn, Pee, 
Gray-Fawn. Piece of Towelling for applying included. 
$16.00 Gross $1.40 Dos. 



























Griffin’s Glazed Kid Cream 
In Blue, Black, Light ary Perk 
Gray, — Green, 

Ivory, Ey 


Cleans--Colors--Polishes 


Is to the Leather what Cold Cream is 
to the Skin. 3 oz. Bottle in Beauti- 
fal Lithographed Carton. 

Price, $16.00 Gross $1.40 Doz. 








Griffin Quick Cleaning Fluid 


cleaning Silks, Satins, White ane 
Cioeet Chek Tee See Nee 


$20.00 Gross $1.75 Doz. 































Griffin Magical Powder 
One of the two accepted ways for ored suede, 
Nubuck and nappy leathers. hite, Light ~ aq Gray, 
Pearl, Brown, Chamois, Fawn, Field Mouse and Gray-Fawn. GRIFFIN 
Piece of Towelling for applying included : 
$11.00 Gross 95e Doz. 










IDEAL 





Write for new catalog for description of 
complete line. 


If your findings jobber cannot supply 
you, we will. 


Griffin Mtg. Co., Inc. 


Established 1890 


Griffin Patent Leather Cream 67-69 Murray St. NEW YORK 


b in | White and Black for 





























Griffin Ideal Combination 






clean’ and polishing all tent Canadian Repeeentetives Canadian Shoe Findings and Novelty Co. 
Jae - shoes. oa preventative for 2 Trinity Square Feoente. Can. Page oe See. Site J . 
Western Office usual package, and of superior quality. 





$16.00 Geese "1.40 Doz. 





33 Minna St., San Francisco, Cal. $18.00 Gross $1.65 Doz. 
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CARRIED IN STOCK 























pe 
x $-522 


Stock No. S-522 (Unbranded)—Brown 
Cordovan Bal, Cordo Calf Top, Ritz Last, 
Heavy Single Sole, 8-8 Broad Heel. A, 7 to 
10; B, 6 to 10; C and D, 5 to 10. Price $5.50 


Stock No. S-525 (Unbranded)—Dark 
Cherry Russia Bal, Ritz Last, Single Sole, 
8-8 Broad Heel. A, 7 to 10; B, 6 to 10; C 
ES 4 SS Te Price $4.00 


> 
S-516 =. 


Stock No. S-516 (Unbranded)—Gun Metal 
Bal, Mat Top, Classic Last, Single Sole, 8-8 
Broad Heel. A, 7 to 10; B, 6 to 10; C and 
ee es, so 3 bo 0'e pckied we Price $3.85 


Stock No. S-512 (Unbranded)—Gal. 26 
Russia Bal, Dark Cherry Shade, Classic 
Last, Single Sole; 8-8 Broad Heel. A, 7 to 
10, B, 6 to 10; Cand D, 5 to 10. Price $4.50 


Buyers in Boston are cordially invited to visit our 
new office at 207 Essex Street —complete line of 


samples on display. 


17 LINES CARRIED IN STOCK-——REQUEST CATALOG 
HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS e 


eet . ©) y peeeerees 
NEW YORK BOSTON CHICAGO 
401A Flatiron Building 207 Essex St. 85 Seuth Dearborn St., Reom 406 


Address all Communications to Brockton (Campello) Mass. 
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Dovenmuehle’s Specialties 
Get The Business 
WE HAVE THEM — YOU NEED THEM 





No. 6749 


. * 
These Four Styles In Stock For Immediate Delivery 
R6749 R6750 R6751 ; R6747 
“Columbia”—Black Kid “Columbia”—Black Kid *“Columbia”—Dark Tan “Columbia”—Black Kid 
Vamp, Gray Buck 8-inch Vamp, Gray Buck 8-inch Calf Vamp, Cinnamon Vamp, White Kid 8-inch 
Top, 7 ae Lace, B and Top, Button, McKay Brown, Buck Top, Lace, Top, Button, r wen ° B 
 % < ) epee $4.50 Straight Vamp, 3-4 Foxed Imitation Stitched Tip, ’D, 2% to 8....$4.50 


Band D, 2% to8 ..$4.50 12-8 Heel, English Last. 
B and D, 234 to 8. .$4.75 


Our February Monthly Bulletin Shows ALL These Styles 


Are You on Our Mailing List to Get These New Ideas Quickly? 
If Not, Write Us: We'll Gladly Send Them 





= 


a 











H.F.C.DOVENMUEHLE &>- SON, 6, : 


321-323 “W Monroe Si, Chicago, fl] 
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COLORS 


LIGHT CHAMPAGNE 






; ; LIGHT PEARL 
uckcloth is the shoe topping MEDIUM GREY 
i DARK GREY 
de luxe, the cloth that puts high CHAMOIS 
style into combination fabric and CASTOR 
leather footwear. @It is woven with WHITE 












masterly skill for particular people and 
meets every point of the high style demand. 

@ Lustrous, sheer, smooth as buckskin, it is 
a cloth that you should now be depending on for 

continued good profits and large sales on a real 
fashion basis. 4 Quickly cleaned, durable and firm — 

must be seen to be appreciated—samples sent promptly on 
request. Write today. 


J . EIN STEIN 5) Ine a Sensest: What. eee eerie 


176 William St., NEW YORK CITY Boston St. Louis J§ Montreal 
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The Dalton Com anu, Inc 


MAKERS OF HONEST VALVE SHOES [FOR MEN 


BROCKTON, MASS. 


BOSTON OFFICE NEW YOR CHICAGO OFFICE 
EX STREET S61n MARBAID gcd pee NG I41S GREAT N NORTH ERN BUILDING 


163 ESS 
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STYLE AND FACILITIES | 


we 








































“SHERMAN 


| SHOR COMPANY 





LOOKING FOR SERVICE! 
SHERMAN TURNS MEET 
YOUR EVERY NEED. A 
STYLE FOR EVERY DE. 
MAND. UP-TO-DATE DE- 
SIGNS, COLORS AND 
LASTS—AND FIRST-CLASS 
DELIVERY SERVICE. 
ALL SHERMAN TURNS ARE 
MADE TO ORDER ONLY, 
BUT WE HAVE PLENTY OF 
MATERIAL IN STOCK— 
BACKED UP BY AMPLE 
FACILITIES. 
TRY SHERMAN STYLES 
ONCE AND YOU WILL NOTE 


LASTING SATISFACTION - 


AMONG YOUR CUSTOM- 
ERS—BECAUSE THE MER. 
CHANDISE IS RIGHT IN 
EVERY DETAIL AND THE 
PERSONNEL SERVING YOU 
IS OUT STRONG TO HELP 
YOU UPBUILD YOUR BUSI. 
NESS ON A BASIS OF PER. 


MANENT FRIENDSHIP. 
NOTE THE HIGH STYLE BOOT 
ILLUSTRATED. (ALSO IN LACE.) 
SEND FORA TRIAL CASE. EVERY 
PAIR WILL MAKE MONEY FOR 
YOU. WRITE OR WIRE TODAY. 


Style No. F 6 
As Illustrated 


VAMP ---GREY KID. 

TOP---8 INCHES, GREY CLOTH, 
BY J. EINSTEIN, INC. 

BUTTONS --- 16 SMALL “NOBBY” 
BUTTONS. 

SOLE---TURN. SQUARE EDGE. 
BEVEL SHANK. 

HEEL---2 1-8 WOOD COVERED 
LOUIS WITH ALUMINUM 
PLATE. 

PRICE ---$5---5% THIRTY DAYS. 


MADE TO ORDER ONLY 


SHERMAN SHOE COMPANY 


HAVERHILL, MASS. 


Roger Sherman, Jr., President 


Fe ee 
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Our 1917. Spring” Line 
MEN’S 3 SHOES 


READY FOR “AT-ONCE’”’? SHIPMENT 


More Than 100 Styles in Stock Welts and McKays—High and Low Cuts 




























IF YOU HAVE NOT RECEIVED A COPY OF OUR NEW 
ILLUSTRATED CATALOGUE——GIVING FULL DESCRIPTION 
SEND US YOUR ADDRESS 




















ARE YOU USING 


THE “BALLROOM?” sHoE 


Our Invention and Specialty 














For providing the big man—the man with the 
thick fat foot—with a line of shoes that not only 





fit—when no other shoe will—but that give 





this kind of a foot more style and better shape 











than has ever before been obtained. 


18 DIFFERENT STYLES OF BIG “BALLROOM” SHOES 


In Stock—Ready to Ship—Sizes and Half Sizes 5 to 12 
A SPECIAL “BALLROOM” FOLDER—SENT ON REQUEST 


te. 





























Our Shoes Are Right——Our Prices Are Right—If You Need Shoes 


SEND TO THE 


WHITCOMB SHOE COMPANY 


HAVERHILL, MASS. 


eo a _—_—— —|——_— — —_—_— — a — _—_ — a a se a — = 




















Buyers’ Easy Reference Directory 








‘*BEADED TIPS” 


JIPOAGEE jrp 


ADE 


5 
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There’s only one Beaded Tip Shoe Lace and 
that one has this Trade Mark on the label 


TRADE 


BEADED 


MARK 
UNITED LACE and BRAID MFG. CO 


Originators and Sole Menufacturers 
PROVIDENCE, [Auburn] R. I. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCompany 


East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 

















McKays and Welts 
For the Up-to-Date Woman 


Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CoO. Lynn, Mass. 





CORDO-TAN 


A dye that changes a faded tan or light colored shoe 
to a rich deep cordovan brown. 


Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 75c. 
or $1.50 see with 10 cents added for parcel 
post— NOW. 


BLACKFAST DYE -— As good for turning them black 


Same Prices 
149 DUANE STREET 


ELIAS BERLOW NEW YORK, N. Y. 


Phila. Representative, B. Landsberg, 44 N. 4th St., Phila., Pa. 
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The Dr. A. Reed 


CUSHION SHOE FOR WOMEN 


Every retailer knows that the 
more ‘‘steady customers’ he can 
secure the more solid his business 
will become. There is no shoe 
today that is as well known and 
profitable as the Dr. Reed Cushion 
Sole Shoe. 


ONE AGENCY IN EACH LOCALITY 





Kid’ Lace Boot John Ebberts Shoe Co. 
No. 49 fe widths AtoEE, Buffalo, N. Y. 


Sizes 2}to 9. In stock 





¥ be matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
fag 


meems quick and easy sales for you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York Chicago, Baltimore. St. Louis 














We stand ready to ship any order in any quantity 


from Shoe Buttons to 
LL Al Shoe Repair Machinery. 
a's O Headquarters for Find- 
ee Many }. ings and Shoe Store Sup- 
plies. 
In the Heart 
of the Shoe Trade 


INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORE, N. Y. 














Mr. BUYER 


Don’t forget to visit Kiely’s 
only exclusive White Buck 
Factory, making Child’s, 
Misses’, and Growing Girls’ 
in. Welts and McKays. 


Guides furnished by applying 
to office. 
Kiely, the White Buck King of the East. 


T. J. KIELY & CO. 
LYNN, MASS. . 





THIS IS KIELY 
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Shoe Repairing Pays 


Retailers 


Unless your store happens, thru location or other circumstances, to 
be the exception to the rule, it will pay you to let us send you the explicit 
information we have on this subject. 


READ MR. SLOANE’S LETTER 





Sloane’s Shoe Store 
Fitters of Feet—Rapid Repairing 
OXFORD, OHIO 


Oxford, Ohio, Jan. lst, 1916. 


United Shoe Repairing Machine Co. 
Boston, Mass. 


Gent lemen:— 


We have just closed our second year of the machine 
repair outfit bought of you, and are glad to say we 
could not get along without it. It has paid for itself 
in the two years we have had it and has helped to pay 
other expenses. We have handled last year inour 
repair shop 3,203 pairs of shoes, and no jeb was in 
the house over six hours. Ashoe store today without 
a rapid repair shop is not an up-to-date establishment 
by any means. We have, therefore, the utmost con- 
fidence in your machine and your business methods, 
and the service that you supply your patrons. 


Sincerely yours, 
(Signed) A. F. SLOANE 











While Mr. Sloane’s letter was not written for publication, it is pre- 
sented with his permission. What Mr. Sloane has done can be duplicated 
in any live community. The demand for expert repair work is con- 
stantly increasing. The information we have regarding it is yours for 


the asking. 





United Shoe Repairing Machine Co. 


ALBANY BUILDING, BOSTON 
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Women’s Comfort Shoes | 





OUR PRODUCT 


BALS AND. JULIETS 
TURNS AND McKAYS 


oA Frauen 9B5ov 


LYNN, MASS. 0 3.A 

















Your Spring and Easter Window 
Decorating Should Be Given 
Your Immediate Attention 


Attractive Windows Can Be Made 
By Using Our Novelty Papers. 
CHANGEABLE INSERT SCREENS, PED- 


ESTALS, FLOWER BOXES, BORDERS, 
ROPING, Etc. : : : 


SEND FOR SAMPLES DEPT. B 
DOTY & SCRIMGEOUR SALES CO., INC., 
74 Duane Street New York 








A Treat to the Feet 


MACKS FOOT LIFE 


TIRED, ACHING, | 
PERSPIRING FEET. 


bader for THIRTY YEARS 
_Send for @ copy of 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACK'S MEDICAL 
333 Fremont St. Mee” 


10 1 a a a 
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HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry a complete stock on the floor. Let 
us send you samples. 





We also nake a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


SUUEEUQRGGRGORRRGGEREE 








¢ Senitioee Cushion Arch Molds 


Put elastic cheer in your foot-troubled 
customer’s step. 

They instantly relieve weak, sore and tired 
aching feet because they are light, comfort- 
able, foot-conforming and shoe-fitting. 


UNDER TROUBLED FEET 


are a long-felt want to prevent falling of 
the arch and protect active feet against 
common foot troubles. 

Strootman Cushions are _ scientifically 
built of a oe Ape jonas felt to give 
plain, every-day satisfaction and make ~ 
new friends for you. 

Write for literature today. 


John Strootman, Buffalo, N. Y. 


Strootman 
Cushion 
Arch Mold 
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THE | 
HAPPY HIKER 


TAN LOTUS CALF 
WALKING BOOT 


RUBBER-KROME SOLE 
84 IN. HEIGHT, 9-8 HEEL 
BUILT FOR SERVICE 
EXCELLENT VALUE 
2%to7—BtoD $4.50 
IN STOCK 
122-124 Duane St., 
. NEW YORK CITY 
PTET 





Ne. 4406 














LLY CO. 
AUCTIONEERS 
88-90 READE ST., N. Y. 
TRADE, SALES 
0 
SHOES and RUBBERS 


Every Wednesday and Friday 





OEUOUGEGRRGGRORER u 
; 
’ 


? Powell x 
CO. = 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 


Stock No. 


Stock No. 1021—Pearl Gray 
Stock No. 1022—Champagne 
Stock No. 1033—Taupe 
Stock No. 1035—Chamois 

Send for Sample Dozens. 
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“KONQUEROR” styles for the coming season 
are being produced and they will be some 
shoes. 


Live dealers know it pays tosell shoes selected from a live line. 
The big successes in the merchandising field, waste no time or 
energy with shoes that do not have a reputation for dependability. 


Determine Right Now To Sell “ KONQUEROR ” Shoes for Men 


THE RIGHT STYLES THE RIGHT LEATHERS THE RIGHT PRICE 





The world’s best foot corrective shoe—The Unlocked-Process Shoe—will be 
strongly featured by us the coming season. We have all features in this 
shoe which are Orthopedic, but the looks. The foot corrective elements are 
scientifically embodied in construction without detracting from stylishness. 


THE PRESTON B. KEITH SHOE CO. 
MANUFACTURERS 


BROCKTON, CAMPELLO STATION, MASS. 
BOSTON OFFICE, 207 ESSEX STREET 


HORGREGURSCRCRREGOERRRORCCRRRRCRREGRRERORRCRCRRROCRRRRCRORRRORGRRRGCCCRERRRORRRRRRRRRRREEEES 
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LACES POLISHES INSOLES 
BUTTONS BUCKLES HEEL CUSHIONS 
SHOE STORE SUPPLIES 


Our Values and Our Service are recognized Standards of Comparison 


THE LINCOLN CO., 1602 Locust St., ST. LOUIS, MO. 


cod OF BOHR ew BHO swoon ae 




















Buyers’ Easy Reference Directory 


XOVOoOwe w GOVINO IOngy sooo Ory Om 
GOLD AND SILVER SLIPPERS | 
require GOLD ani SILVER MET- § 
ALLIC RIBBON for lacesand bows. § 


Pattern No. 8897 
Widths—4 and % in. ; 
10 yard pieces 


t 
FOR EVENING SLIPPERS, OPERA, | 
f 
} 
f 












BALLET TIES AND GYM. SHOES 


use ‘‘Chandler’s Perfection 
Double-Face Satin Ribbon’’ 





Widths—3¢ and % in. 
10 and 50 yeas pieces i 
Colors—Black, White, Silver, Gold, 
and Evening Shades 
Cc. A. BROWNING COMPANY ; 
30 FRANKLIN ST. - - BOSTON 


ARORA DRAR ADGA HARA DADRA LE 


ELLERS-EVERS-CO-IN 


WHITE SHOES 
IN STOCK 


NX 

re] 

e rf 
E 8122 Wo’s All White Nubuck Lace, 

L Plain Toe, Covered Heel, Metal L. 
T T 
i 1 

E 
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OO, Fe EG 6 n.d ov ccc cee $3.75 


8123 Wo’s All White Reignskin Lace 
Plain Toe, Covered Heel, Metal 
5, a Ey Aer rrerte 2.50 


FLEXIBLE McKAYS 





Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


— ss 


SHOE STORE 
FURNITURE 


On every piece. To Match Your Fixtures On every piece 





Fitting Stool 


The cheapest on the 
market--will outwear 
4 of any $2.00 kind 
STRONG and 
STEADY 


$3.85 


THE C. F. STREIT MFG. COMPANY 
Write for Catalog 1047 Kenner St., CINCINNATI, O. 





No. 4061 
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ie 
|SATIN SLIPPERS 


FOR EVENING WEAR 


M Made of good serviceable satin, in operas, 

A with and without rosettes. In Cuban or 

| 1-2 Louis heel to match. Black, white, 
pink, blue. 


SLIPPER CO. 
116 Duane St. . 
NEW YORK, N.Y. 


cO 


38% 10 days; 
days, net 


A 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction se 


‘COLUMBIA COUNTER:CO: 


349 CONGRESS ST. BOSTON, MASS. 


COUPEE LUAU LAeU 00 UCL 





FRANKLIN 
MACHINE CO., INC: 


189 Charles St. 
PROVIDENCE, R I. 


ENGINEERS 
FOUNDERS 
and MACHINISTS 
eres. of 
. cys, 
Ha 
Goumlanye, eam, tone 
Castings, General 








POWER LACE TIPPING MACHINE 


Sa —_—s)) 





IMPROVED VENTILATING CORSET 


ANKLESUPPORTS pi 
SELL NOW sia" 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 


Cures Sprained Ank!les 
For Children te Walk 
FOR SKATI 
A stock is also car- 
ried at our Western 


A '° 
John Lawrie & Sens 
206 S. Market St. 


Order by Name from your Jobber or Direct 


Nathan Anklet Support Co. erent, 
81-90 Reade St., New York City ie. 40th 
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Korry 


Krome 


Sole Leather 


Winter Has No Terrors For 
KORRY-KROME Sole 
Leather 


Principally because KORRY-KROME 
is made absolutely and pemanently 





_ water-proof all through the tanning 


process and not merely by dipping 
in vats of oil when finished. | 


KORRY-KROME will not slip on 
wet walks or pavements. 


KORRY-KROME admits of channel- 
ing, buffing and working in the factory 
as easily and as well as the best Oak 
soles. It takes a beautiful edge, and 
gives in addition double the wear of 
the ordinary bark sole. 


Bear this one thing especially in 
mind: KORRY-KROME IS THE 
PURE SOLE LEATHER AND 
THE BEST. IT IS NOT A 
SUBSTITUTE OR A COUN- 
TERFEIT. 


CORRY, PA. 

























Feb. 3, 1917 “THE GREAT NATIONAL SHOE WEEKLY" 








A CORRECTION 


Certain individuals calling on the retail shoe trade and whole- 
sale jobbing trade have made statements to the effect that our 
company solicits and sells merchandise to mail-order houses. 

It has also been brought to our attention that the same parties 
made the statement that we have contracted to dispose of our 
merchandise to a Chicago mail-order house. 

These statements are untrue, and are no doubt made because 
“the individuals” “have an axe to grind,” as they consider 
themselves competitors in our line. (We do not.) 

To make our point clear—we do not solicit business from or 
knowingly supply either mail-order houses or price cutters. 
We have for several years refused to quote prices or supply 
them, and this policy shall be rigidly continued in the future. 

We are for the retail shoe dealer. Our high educational features 
and close co-operation with the shoe dealer will be strictly adhered 
to. Many shoe dealers openly state this feature of our business 
has brought new life and business into their stores. In addition 
to supplying the most scientifically constructed and designed 
appliances, using only the very highest grade qualities of mate- 
rials obtainable, and making the source of supply easy and 
convenient to the dealer, we now have in force the strongest 
campaign of national advertising yet attempted. 

The name SCHOLL is synonymous with foot comfort, and 
it is now being spread before millions of readers who will be told 
to go to their retail shoe dealer. 

All inquiries will be referred to the merchants in each localit 


im Ho. 


Prest. 


THE SCHOLL MFG. Co. 


Largest Makers of Foot Comfort Necessities in the World 
CHICAGO NEW YORK TORONTO LONDON 

















‘Watch Your Feet 
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Process 

Patented 

Aug. 19, 
1913 





The Box Toe that is 


replacing all others. 


The Public, the Shoe 
Retailer and the Shoe 
Manufacturer are now 
alive to the difference 
between the Vulco-Unit 
Box Toe and the old 
kinds. 

The Vulco-Unit Box Toe has 
proven its worth through its 


ability to resist wear in the 
grind of steady service. 


Waterproof and Sweatproof. 
Holds the shape of the last. 





There is only ONE Vulco-Unit Box Toe. 
It is made by——— 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 
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ee, 
‘ my 
Ladies 


Novelty Shoes 


Made in St.Louis 
Carried in Stock 


No. 754---Is a 
Beauty, a Big 
Seller and Profit 
Producer for you. 
It is an All Black 
Kid, English 
Walker. 


$2.50 


David P. Wohl 


Manufacturers’ Distributor of Shoes 
1401 Washington Ave. St. Louis 
“The Only House of Its Kind In The West"’ 








METAL 
SHOE FITTING 
STOOLS 


Write for 
Catalog and 
Prices 
No. 141 


THE CHICAGO WIRE CHAIR CO. 


621 N. La SALLE STREET CHICAGO ; 
COOROGROCCRCCEGEGEGUUEORCRCRCGERCRRRORRORRRORCRRRERROEEEE 
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Trade Marks in Foreign 


Countries 


Do you Realize the Importance of Protectang your = 
Foreign Trade in Cuba, exico, the South Amerian = 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark 
rights in a trade name or mark to the first applicant, ir- 
respective of prior use by another. This allows the 
piracy of valuable trade-marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle your applications for Registration of Trade-marks 
in all Foreign Countries, as well as in the United States. 
Address all a to Boot and Shoe Recorder Patent 
and Trade-mark Department, 207 South St.. Boston. Mass. 


UT 
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¢ _ The NEED of a Perfect Button Machine! 
2 me Fa Will you, as a shoe merchant, just sit down for a moment > 
and give this button machine question earnest thought ? 

q You do need one, don’t you? wa 
€! It’s absurd to consider putting on buttons by hand—you e 
waste your own and your customers’ time! 
¢ So you must have a button machine—one that will be simple, > 
p sturdy, dependable and low in price—in short, a ‘ 
q BUTTON a 

gq MACHINE 
& —p 
Let us emphasize the good points. of the Fastenator—every 
+ one a genuine guaranteed feature : “> 
It is simple in operation. It has fewest parts—It will put 
& It will wear for years. on two buttons every second, and <p 
It is: installed—and you are in- never get out of order. 
@- structed—by our expert. It costs $65—with electric hopper # 
It is used by the finest shoe stores for greater speed and capacity, 
€ —Cammeyer, Walk-Over, etc. $125. > 
Write for our catalogue and get the complete story ! a 





AUTOMATIC MANUFACTURING COMPANY 
78-82 Reade Street, New York City Dp 
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Wire for 30,000 Operation Free! 


on 





A Wonderful Fitting Street Pump 





(ELISE) 
Made in all leathers. Two inch and one and one half inch wood Louis heels. 


Geo. C. How Co., Haverhill, Mass. 


J. B. TILTON W. F. EBBETT 
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HE present conditions in the shoe busi- 
ness are quite likely to continue for 
some time—shoe retailers at this time 
more than any other need to handle mer- 
chandise with a known reputation — a repu- 
tation known to the consumer to stand for 
that which is standard—such a shoe is the 
All America for men, a shoe that has all 
the distinctive qualifications that are ex- 
pected in men’s high grade shoes—besides, 
they are a stock proposition in each of our 
nine wholesale Rice & Hutchins houses. 


RICE & HUTCHINS 


Rice & Hutchins, Inc, 


Wholesale ; 
20 High Street, Boston, U.S. A. 


Houses 


The Rice & Hutchins 
Chicago Co. 
The Rice & Hutchins 
ew York Co. 
The Atlas Shoe. Co. 
Boston, Mass. 
The Rice & Hutchins 
Baltimore Co. 
The Rice & Hutchins 
Cleveland Co. 
The Rice & Hutchins 
Cincinnati Co. 
ice & Hutchins 
Atlanta Co. 
The Rice & Hutchins 
St. Louis Shoe Co. 
Joseph I. Meany Co., 
Inc., Philadelphia 








